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NIOFFMAN?® 


20-20 
E Domestic Storage System 


| AS 
Because You Need It 


This Automatic Storage System was perfected 
because hundreds of dealers reported their need 
of such a system 

And the dealer who is doing business without 
the Hoffman 20-20 is not making the most of 
his opportunities for profit. 

The 20-20 keeps 20 gallons of water hot all the 
time. It uses little gas, because the thick as- 
bestos lining holds the heat in the tank. It will 








operate on low gas pressure 

The new Hoffman Flow Line Control is posi- 
tive in operation and very accurate, operating 
on a temperature variation of 3-to 5 degrees F 
F ; —water is evenly heated throughout tank. 

Many dealers have reported that the Hoffman 
20-20 has enabled_them_to-make sales which 
they could not well have miade with any other 
system. It will do the same for you. 

Write now for full information. 





THE HOFFMAN HEATER CO. 
1311 Oberlin Avenue Lorain, Ohio 


Branches in all important centers 


The Hoffman Heater Company is an independent organi- 
zation, not affiliated with any- other heater company, 
paying no royalties. 
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KOPPERS 
COAL GAS PLANTS 
























From the smallest to the largest gas producing units, 





Koppers Coal Gas Plants will put the most gas into the holder 
per dollar spent for construction, operation and maintenance. 






For gas companies having a daily output of from 500,009 
cu. ft. and upwards, Koppers Small Oven Coal Gas Plant has 
been developed. This small oven is approximately 19 feet 
between doors, 12 to 14 feet high, 14 inches average width and 
has a capacity of from 5 to 6 tons of coal per charge. ‘The 
plant is designed to operate on 12 hours’ coking time and on 
this basis most of the operation is conducted in two eight- 
hour shifts. This small oven is of the combination type, 
equipped for producer gas firing, which permits of a flexibility 
found in no other type of coal gas plant. 






The initial cost of such a plant is low and compares 
favorably with other coal gas installations, and operating and 
maintenance costs are much lower. A plant of this type has 
been ii operation at Camden, N. J., for the Public Service Gas 
Company since November, and the results secured have ex- 
ceeded all expectations. ‘The ovens at Camden are heated 
with producer gas made in Koppers Kerpely type Producers, 
all the oven gas being released for sale 
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A Koppers Coal Gas Plant solves the gas manufacturing 
problem for 20 years. Write us further for particulars. 
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The KOPPERS COMPANY \Vj | 
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Designers and Builders of 
By-Product Coke & Gas Ovens 


PITTSBURGH, PA. 







eel nit 











June 3, 1922 AMERICAN GAS JOURNAL 











From the American Gas Light 
Journal of June 10%, 1868 
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Sees New Advertisements _ 
Messrs. George Stacey & Co., Cin- 
cinnati, Ohio, introduce an advertise- 
ment to the effect that they manufac- 
ture gasometers, wrought iron roofs 
and all kinds of wrought iron work for 
gas and coal iron works, bridges, build- 
_ ing’s, etc. 
sight ; This is another evidence of the en- 
0-5 Garth. terprise which animates the Great 
re West, and shows also that where there 
is a demand there will be a supply, 
whether it is for pins and needles, or a 
structure where strength and archi- 
tectural beauty combine to command 
admiration. 


Then as he Stacey 
vm, Manufacturin 
os Company 


gas 


, LY = - 
industry Cincinnati 


Builders of more than a thousand gas holders 
J.FRANK STACEY THOS.C.RANSHAW WM. F.OUNKE GEO. H.CRESSLER 
Pres. & Gen Mor. Vice - Pres. Sec'y & Treas. Gen. Sales Mgr 
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Efficiency —Economy —Exultation. A Gas Range 


The Author Titles His Article 


By J. B. DILLON 


The caption of this article was not chosen at vari- 
ance, nor for a play upon words, but rather it is used 
because the words selected tell in a true way the 
functions of a gas range. It is efficient from every 
angle and, as we are about to entertain the hot weath- 
er of summer, one of our first thoughts is, How can 
the housewife escape, or at least minimize its torrid- 
ness? The answer is, By using a gas range, the cook 

ing and baking resulting 
from a gas range being 


where electricity is used for cooking, then how com- 
forting it is with only a minimum amount to pay, 
vet to have a “fire” she can start or stop any mo- 
ment, a fire that radiates only a small amount of heat 
throughout the room, a fire that cooks the meals in 
the shortest time possible, and you will see that a gas 
range begets exultation. 

Oh, we know all of that; tell us something new! 

Of course, you know all 
of that and a whole lot 








the most satisfactory of ]| 
anything yet devised, and } 
as heat is necessary in 
culinarydom, we get all 
we require with the mini- 
mum amount of radiation 
about the room wherein 
the cooking is done—if a 
gas range is used. If that 
is not efficiency, then the 
dictionary must not mean 
what it says. 

We know in the outset 
that electrical utensils 
cost more to operate and 
give off quite a lot of 
heat, do not cook as readi- 
ly as does gas. Therefore 
gas must win from an ec- 
onomical standpoint. 

As for a coa) stove dur- 
ing the summer weather, 
it is almost inhuman to 
woman to stand 





ask a 


Here are some excellent ideas 
that will appeal. 
a corker and bound to help you lo- 
cate any difficulty you may be 
having. Why not apply them to 


your own company ?—Editor. 


more in favor of the gas 
range, but what are you 
doing to impart this in- 
formation to others so 
that they may go out and 
sing the worth of a gas 
range and bring custom- 
ers to your store? Very 
little, 1 fear, or the elec- 
trical utensil men would 
not be doing such a good 
business. 

When I think of elec- 
trical utensils for cooking 
purposes, I am reminded 
of what Pasca! said once 
upon a time: 

“What a _ vanity § is 
painting, which attracts 
admiration by the resem- 
blance of things that in 
the original we do not ad- 
mire.” flow beautiful are 
electrical utensils—when 


The analysis is 

















alongside of one of these 
antiquated kitchen uten- 
sils. If you deny me that plea, let us consider that 
we must start a fire several times during the day if a 
coal stove is used, or we must keep the first fire 
started, going. Now when you figure the actual cost 
of the wood and coal used in starting, stopping, or 
to keep going, the coal fire all day—incidentally su- 
perheating the house—it will be found at the end of 
the month that the amount to be paid for the coal and 
wood is greater than the cost for gas, and I have not 
illuded to the drudgery of carrying coal and ashes, 
or the labor of splitting kindling wood. 

If this comparison does not prove the economy of 

gas range, I know not the meaning of the word. 

Now think of the torment a woman must undergo 
who is forced to stand over a coal stove during the 
summer days. and how she dreads paying a big bill 





you first buy them. They 
attract our admiration 
and we expect great things by what they resemble or 
purport to do, but the results—time consumed and 
cost for operation—we do not admire. 

I do not blame anyone for admiring these pretty 
and neatly devised articles, but “pretty is as pretty 
does” and as the housewife wants the “does,” then 
it is up to us to help her to attain the end sought and 
that can only be accomplished by using a gas range. 

So, you have tried everything and still they will 
not buy. Maybe, but then in my school grammar | 
often read, “If at first you don’t succeed, trv, try 
again.” 

In the Canadian Retail Druggists’ Association News 
it was stated: 

“There are inevitable and unavoidable losses of 
customers for any retail business, particularly so ina 
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large city. This being so, every wise dealer will al- 
ways strive to add a certain percentage of new cus- 
tomers to his clientele unless he expects his patron- 
age to fall off. 

“In the usual course of events. however, the old 
customers are the best and: so it behooves a retailer 
to watch his trade and if customers are slipping away 
find out what is the reason and if possible remedy 
matters so that the cause of dissatisfaction may be 
removed. 

“In this connection the Tribune Co-operator pub- 
lishes some interesting figures obtained by a retail 
merchant in a Western city who sent out a letter of 
inquiry to former customers who had not patronized 
his store within a year. Asking for a frank statement 
of reasons of discontinuance of patronage, the rea- 
sons were grouped as follows: 


Indifference of salespeople .......... Souok ne 
Overinsistence of salespeople ............. 16 
Insolence of salespeople ................ oe 
Attempts at substitution .... .......... .. 24 
Ignorance of salespeople concerning goods.. 6 
A ar et eee 18 
EEE UND | Vvcoetievoaguede Vic's eceness 18 
I re rs nee 17 
Unnecessary delays in the service........... 13 
Tactless business policies ................. 11 
Rad arrangement of store ... ..... ....... i) 
Refusal to exchange purchases .......... 4 
ee ST I 6 ai eens ese caciicccece 1 


“How many of these sins of omission and com- 
mission are you and your sales clerks guilty of? 
“There is not a single moral pointed out that we 
cannot easily remedy and if we hope to succeed it is 
our duty to stay clear of the irregularities mentioned. 
“F. D. Zimmerman, vice-president of the Associat- 
ed Advertising Clubs of the World, who made a per- 
sonal canvass of some Colorado cities, and then ad- 
dressed the Fort Collins Commercial Club, saying: 
“*There was a careful survey made of the buyers 
in one of the most populous districts in northern Col- 
orado as to why they did not buy goods in their near- 
est town and the replies were 99 per cent the same: 
“Lack of courtesy” and “Failure to show goods.” 


Education Solved This Problem 


“*That district was organized, the merchants 
frankly told of the answers, and there was a week of 
meetings when their clerks were forced to attend 
these meetings and hear experts on salesmanship. 
The result was a decided improvement in business in 
stores of this district 

“*What is being impressed upon merchants is that 
their clerks must know how to sell goods; must be 
always courteous: that the display windows of a 
country store are as important as those in the city: 
that all the goods in stock must be shown a customer, 
not merely one or two samples. 

““T went into a hardware store and asked for a 
hammer to test the selling qualities of the clerk. He 
handed me down a hammer and said, “You'll make 
no mistake in buying that hammer.” and that was all. 

““He didn’t attempt to tell me why I wouldn’t 
make a mistake. I saw the owner of the store and 


told him I wanted him to read the advertisement of 





catalogue explained that the hammer was of crucih 
steel; that the handle was of second-growth hickory 
that the tip was slightly rounded, meaning lasti 
quality, and that the slot was shaped so that a pin « 
a headless nail could be drawn out by it. It explaine 
why that hammer was the hammer to purchase an 
make no mistake. 

“*This is only an example. We have found clerk 
careless in showing goods, whereas in a city stor 
the clerk will, for illustration, unroll a couple doze: 
bolts of cloth for a customer to see; we have foun: 
clerks who were discourteous and clerks who, in 
stead of selling goods, wanted to carry on a conversa 
tion with a customer because that customer was : 
warm personal friend. 

“It is placing merchandising upon a strictly busi 
ness basis that we are seeking to do.’” 

You will see that some of the dropping off of busi 
ness in Canada and our own country was occasione: 
by a lack of courtesy and disinterestedness in ou 
selling methods. Nobody has a corner on the cour 
tesy market; hence it is up to us to get all we can 
carry and hand it out on every occasion. Habits 
grow; get the habit of being courteous. 


Don’t Fail to Advertise 


Some of the most able merchants of all times have 
stated time and time again that the best way to re- 
vive business is to advertise, advertise and advertise 
Are you doing it? 

Who do you think is given credit for being th: 
man who made advertising famous? 

None other than P. T. Barnum, the man who is 
credited with having said that a sucker is born every 
minute, and surely if to advertise was a sucker’s 
game P. T. would never have played it. 

No, no! Advertising is to business what a drink 
of pure, cool water is to a thirsty man: it is rejuve- 
nating, revivifying and replenishing. Therefore do 
not neglect it any more than you would the necessi- 
ties of your natural life, for in truth advertising is 
the necessity of business life. 


Side Lines 


How about some side lines to your business? We 
mentioned this feature some time since and stated 
that local conditions would suggest the best articles 
to add to your stock. That we were not amiss in 
making such a suggestion, we read in the Retaii Pub- 
lic Ledger that Leighton Moore, a druggist of Fndi- 
cott, N. Y., sold $1,800 worth of fishing tackle last 
year. If he can do that, why can’t you sell aluminum 
ware? 

The department stores sell everything from a 
paper of pins to a sealskin sack, and from glue tc 
chiffoniers, yet they have no more privileges than 
you have. It is all in initiativeness. If we sit down 
and mourn our fate, it means just so much time lost 
Nobody cares for you or me—unless it is those wh: 
are near and dear to us—except for what good we car 
put into the world, by our work. To labor is hon- 
orable and when we do that we will be honored on¢ 
way or the other. What a fellow needs who will sit 
down and pity himself is one good, swift kick, wel 
aimed 

(Concluded on page 514.) 
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Getting News Into Your Advertisements 


The Northern Indiana Gas & Electric Company Sets the Pace 


By FRANK H. WILLIAMS 


\dvertising is news! 

(he more news the advertisement tells in attrac- 
ve manner, the more interest the readers will take 

the advertising and the more effective it will be. 

(here is news about gas companies in which the 
ublic is interested just as there is news about other 
usiness concerns. 

And it is this gas company news which has been 
ised by the Northern Indiana Gas & Electric Com- 
any, of Fort Wayne, Ind., in a particularly striking 
way in putting over a new advertising campaign to 


a big success. 


The space used by the gas company in this cam- 
ign has been seven inches deep by two columns 
wide. The advertising has really carried two ap- 
peals—the news appeal carried in a little box at the 
top of each ad, and the selling appeal which featured 
the main portion of each advertisement. 

Undoubtedly other gas companies could use the 
same sort of advertising with equally good results 
and so this article will give a complete survey of this 
campaign. 

First let us consider the news features of the ad- 
vertisements. 

Here is a typical news item from one of the ads: 

“Taxes.—We are this week paying taxes in Fort 
\Vayne in the amount of $17,314.40, being the first 
installment of total 1922 taxes of $34,628.79. Of this 
sum, $30,671.21 will be spent in this city and county. 
In 1917 this company paid $7,265.39 in taxes making 
an increase of $27,363.40 or 377 per cent for 1922 
over 1921.” 

There’s something in which every taxpayer in the 
city of Fort Wayne was interested. It is real news. 
{nd it is also news which could not be obtained by 
the readers of the advertisement anywhere else un- 
less they went into the city treasurer's office and dug 
the information out for themselves. 


Another Splendid Example 


Here’s another news item from the ads: 

“Where Gas Is Stored.—After the gas is made and 
purified, it is then stored in large holders. When 
vou see one of these holders slowly descending you 
know that the gas being used in thousands of burn- 
ers is drawing on its capacity. But, while one holder 
is going down another is going up, so that we always 
have a plentiful reserve supply of gas on hand. All 
of this requires care and attention day and night.” 

Of course, the news in this particular item is not 
especially startling, but it is, nevertheless, real news 
because most people are not aware of the nice way 
in which the balance of stored gas is maintained. A 
news item of this sort makes the readers think and 
makes them more highly appreciate the gas company 

Here’s another news item from the ads: 

“The Blessing of Gas Service—Have you ever 

onsidered how our modern life would be affected if 


gas service were suspended? 


\Where would be the 
well-cooked meals, the ever-ready hot water, the 
healthful illumination, the comfortably heated rooms 
and the various industrial operations made possible 
by gas? In fact there would be untold suffering with- 
out gas service.” 

Now there’s something to make folks think again. 
Most people take gas service for granted. Some peo- 
ple still consider the gas company as a great monop- 
oly which is overcharging its customers. But when 
the proposition of just what gas service means is put 
up to people by some such snappy and worth-while 
item as this it brings the gas company before the 
public in an entirely different light and is calculated 





Three Important Considerations 


Safety, efficiency and long life are the princi- 
Ee og cecal ern —> 
"Tl successfully pass 

















A GEYSER 


If you have an auto- 
matic Cas Water 
Heater, you are assured 
of as constant a hot 
water supply as if you 
were drawing the water 
from one of those ever- 
spouting geysers out in 
Yellowstone Park. 


A little pilot light burns all the time. When you 
turn the hot water faucet, the gas at the burners 
is automatically turned on and ignited from the 
pilot. The water is heated instantly as it flows 
threugh the copper coil. Turning off the faucet 
automatically shuts off the gas. An unfailing, 

haustibke and ical hot water service. 





Northern indiana Gas & Electric Co. 


The Gas Company 
At Your Service 


Phone 500 Utility Bldg. 
Never Hunt Gas Leaks With Matches 





to make folks appreciate the company’s service as 
they never have before. And when the gas company 
can get the public into a frame of mind where the 
company’s service is really appreciated by the users 
of the service. then it is a very fine thing for the gas 
company indeed. 

Still another news item: 

“Three Important Considerations. — Safety, effi- 
ciency and long life are the principal features of gas 
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appliances upon which we base our approval, before 
offering them for sale. The appliances must suc- 
cessfully pass our stringent laboratory tests in regard 
to design, material and construction. In addition to 
this, we handle only appliances which are built ac- 
cording to American Gas Association specifications, 
guaranteed for durability, service and lowest pos- 
sible gas consumption.” 


Telling the Public Something 


It is news to most people to know that gas appli- 
ances are thoroughly tested by the selling company 
before disposing of them, so this sort of an item also 
makes folks sit up and take notice. 

Aren’t there suggestions in these news items for 
the use of other gas companies? Tell the public 
about the news of your company. The public is in- 
terested and will pay a lot more attention to ads 
containing news of your company than to ads which 
do not contain any news. 

And now for a consideration of some of the strict 
selling features of this campaign. 

Before advertisements can sell goods they must 
get themselves read. So it is essential in good ad- 
vertising to use striking, attention-arresting head- 
lines. 

One of the headlines used by the Northern Indiana 
Gas & Electric Company over the selling portion of 
one of its ads read like this: 

“Would You Want Horse Cars Back?” 

Then beneath this heading the ad went on to read 
like this: 

“Of course not. And neither would anyone want 
to go back to old methods of heating water. after 
once knowing the advantages of the gas water heater. 


“Visit our showroom and see a demonstration of 
the different types of gas water heaters on display. 

“All gas appliances sold by us are guaranteed as 
to durability, service and lowest possible gas con- 
sumption ” 

Of course, that advertisement got a large amount 
of attention from the general public and was instru- 
mental in helping the store sell more gas water 
heaters. 

Another of the selling portions of an ad read in 
this fashion: 

“Queen of the Kitchen.—Of course, we mean the 
woman who does the cooking. But next to her, a 
white enameled gas range will be considered the 
queen of the kitchen furnishings. 


“Cheer is imparted by the immaculate white porce- 
lain enamel finish and sparkling nickel fittings. The 
food is cleaner and tastes better. A damp cloth in- 
sures spotlessness—no rubbing or scrubbing re- 
quired. See the white enameled gas ranges at our 
showrooms.” 

And still another of these selling features of the 
advertisements read this way: 

“Just Like a Geyser—If you have an automatic 
gas water heater, you are assured of as constant a 
hot-water supply as if you were drawing the water 
from one of those ever-spouting geysers out in Yel- 
lowstone Park. 

“A little pilot light burns all the time. When you 
turn the hot water faucet the gas at the burners is 
automatically turned on and ignited from the pilot. 


The water is heated instantly as it flows through the 
. 


copper coil. Turning off the faucet automatical! 
shuts off the gas. An unfailing, inexhaustible an 
economical hot-water service.” 

This campaign brought very satisfactory results in 
deed to the company. Probably the same sort of a 
campaign would bring equally satisfactory results t: 
your company. 

Try this kind of advertising now. 


Bureau of Mines Issues Handbook Entitled 


“Methods for Testing Petroleum Products” 

The issuance of Technical Paper 298, “Methods 
for testing petroleum products, adopted by the Inter- 
departmental Petroleum Specifications Committee,” 
is announced by the Bureau of Mines. 

The methods included in this handbook are used 
officially in the routine testing and inspection of pe- 
troleum products bought under Federal specifica- 
tions. They supersede similar methods published in 
Bulletins 1 to 5, inclusive, of the committee on stand- 
ardization of petroleum specifications. 

The interdepartmental petroleum § specifications 
committee was formed under authority of the Bureau 
of the Budget, dated Oct. 10, 1921, and an executive 
order dated Nov. 8, 1921. It replaced the interdepart- 
mental committee on standardization of petroleum 
specifications. 

The present set of testing methods was prepared 
by the technical committee on standardization of pe- 
troleum specifications and adopted by the interde- 
partmental committee on standardization of petro- 
leum specifications, which were the immediate prede- 
cessors of the present committee. 

The paper includes information regarding color 
tests; cloud and pour point determinations ; viscosity 
tests for fuel and lubricating oils; melting of paraffin 
wax; distillation of gasoline and kerosene ; flash-point 
determination ; burning tests for kerosene ; long-time 
burning oil, mineral seal oil and signal oil; determi- 
nation of water; emulsion tests; determination of 
sulphur: the doctor test; corrosion tests, etc. 

Technical Paper 298 may be obtained from the 
Bureau of Mines, Washington, D. C., one copy being 
distributed free of charge to an applicant. The paper 
is obtainable in quantity lots from the superintendent 
of Documents, Washington, D. C.. at 10 cents per 
copy. 








Gas and Oil Royalties for April 

Washington, D. C.—Royalties accruing to the 
United tates Government in the month of April from 
the production of oil and gas on leased public lands 
in the States of Wyoming and California amounted 
to $1,009.007.86, according to reports submitted by 
the Bureau of Mines to the General Land Office. Of 
this amount $784,600 is credited to Wyoming and 
$224,400 to California. The total net rovalties ac- 
cruing to the Federal Government to Apri! 36, as the 
result of oil and gas production on public lands under 
the terms of the general leasing act, approved Feb. 
25, 1920, amount to $4,650,286.81. A total of 7,328 
permits for prospecting for petroleum and natural 
gas on ptblic lands had been issued up to the end of 
April. 

Under the terms of the general Jeasing law, the 
technical supervision of oil and gas producing opera- 
tions on leased public lands is entrusted to the Bu- 
reau of Mines. 
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There Should Be No Intermission 


\dvertising should be viewed by every man con- 
nected with the gas industry as an integral and in- 
dispensable part of his own success and progress as 
well as that of the company by which he is employed 
and the industry of which he is a part. 

If the readers of the AMERICAN Gas JOURNAL will 
unite and become self-appointed exponents of gas 
service, good-will, appliance or institutional adver- 
tising, and prescribe the same medicine to every 
brother that he meets, whether said brother feels that 
he is suffering or not, and sees to it that he takes it, 
we will not have to hem and haw and talk about 
about everything else under the sun except gas and 

as service, when the subject of advertising is dis- 

cus 

\dvertising is what we need, what almost all ad- 
mit we need, and feel we must have; yet it is the one 
thing we make no provision for, as a whole, the one 
phase of our ‘business we give the absent treatment, 
in laying out our yearly appropriations. 

Advertising costs money, yet it produces business 
which represents moneys returned. Therefore the 
frst thing to do is to decide upon a definite amount 
of money to be used for advertising. Take as a basis 
what you believe your company can afford and then 
multiply that sum by two. 

“Advertise, but How?” a paper read before the ILlli- 

ois Gas Association by Charles W. Person, secre- 
tary, advertising and publicity section of the Ameri- 
can Gas Association, offered as a suggestion the em- 
oyment of an amount equal to 0.01 per cent of the 
cross revenues, and we believe that should be ample 
“primer.” This would give us a good start, and 
” fa once we have outgrown our swaddling 
clothes, development will be such that we will de- 
ind such nourishment as other healthy and grow- 
ng industries. 

Like Mr. Person, we realize that advertising is not 

lertaken by many of the companies selling gas and 

appliances for the simple reason that thev feel 
it they cannot afford the services of an advertising 
ney or an advertising writer. The preparation of 
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copy should be given a great deal of care and the 
layout of advertisements should be undertaken with 
due regard to type and measure, and due thought 
must be given to proper makeup, and so with many 


other details. Before the idea of advertising is aban- 
doned for any such reason an investigation should 
be undertaken. 

This investigation need be more than a letter ad- 
dressed to the agencies suggested by Mr. Person, 
namely, the American Gas Association, the manufac- 
turers from whom you purchase vour appliance and 
to the service department of the AmMrrican Gas Jour- 
NAL, setting forth your desires, the mediums you ex- 
pect to en:ploy and the net amount of your appropri- 
ation together with the number of potential custom- 
ers you expect to cover. These agencies, any and 
all of them, can and will be of big help to you by 
furnishing co-operative helps and by furnishing sug- 
gestions looking to retaining the services of free- 
lance copy men and artists, whose services may be 
retained at a nominal cost. 

In undertaking advertising the remarks on the sub- 
ject by John H. Hartog, Portland Gas & Coke Com- 
pany, Portland, Ore., should be taken to heart: 
“There seems to be an idea in most gas companies 
that when they need an advertising man they should 
promote someone from the ranks, either ‘because he 
has been faithful for so many years’ or ‘because he 
knows the gas business.’ Both are mistakes that no 
manager who understands the psychology of adver- 
tising is apt to make. 

“You can take a naturally-gifted advertiser and 
teach him all he needs know about gas in a short 
time, but you might coax and teach and criticise a 
gasman for a lifetime and never make an advertiser 
out of him.” 

Advertising is not pretty pictures nor the amalga- 
mation of a bunch of high-sounding paragraphs, nor 
are stereotyped announcements advertising. Adver- 
tising, no matter how much “girlie” or high-handed 
superlatives are used, is of no value unless it sells. 

\Ve have heard it said by gasmen, “We want to 
advertise; we believe in it firmly, but gas appliances 
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and gas service don’t have the story behind them 
that—” We always stop them there, for we realize 
what’s coming. We will not compare, or rather we 
will not bring up their “compared to—” or alibis, 
as ‘there ain’t no such animal” to compare with gas 
for many specific functions. We say to the waiting 
world that there is a story in connection with gas and 
gas service, in connection with gas appliances, and 
it can be had in any form, to please any taste; it may 
be applied to any class, creed or cult; it may be his- 
torical, visionary, romantic or plain everyday “us 
folks”; it may have to do with hovel, home or hotel, 
industry, commercial institutions, schools, churches, 
hospitals, and the greatest and largest institution, for 
which all else is maintained and to which all else is 











subservient, the American home. Any and all of the 
above contain the material for story after story in 
connection with the use of gas and gas service and 
the benefits good gas service and approved appliances 
have rendered mankind. 

‘there is always a story but are we always sincere 
in our search for it? If we are not we should be and 
there should be no intermission in our effort to “dig 
up” humanr-nature stuff and to apply it to our adver- 
tising efforts. 







USE THE BACH OF ALL 
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Casting about for a suggestion for some of t 
ways to advertise gas, gas service and gas applianc: 
we picked up an envelope on our desk, just an or: 
nary “regulation” envelope from the gas compan, 
which contained a “regulation” gas bill and a “reg 


lation” merchandise bill. We did this with the 
questions in our mind: “Where, how, when, how 
many and what are the chances for advertising 
“Where do these envelopes go?” “How many are 
used?” “When do these statements go out?” “How 
many of each are used each day, month or year’ 
*How many gas bills are sent out through the mai! 
and how many are passed out each month?” “What 
is lacking?” “Where are they falling down?” 

Our answer was what yours will be, who have reid 
this far: They fail to take advantage of a wonderiu! 
vupportunity to advertise for either good-will, the sal 
of gas, gas service or gas appliances, they fail to take 
advantage of a real and inexpensive way to tell the 
story of gas. 


No mail matter going out of the gas compan, 
office should be without an advertising message to 
the customer or the potential customer, nor shou! 
any gas bill be “passed” that does not contain a com- 
pany advertisement. As a suggestion for use on state- 
ments a card should be enclosed or a sticker used 01 
which there should be a “Thank you” of some kind 
a cheerful message. Gas bills should contain adver- 
tisements on the margins and on the backs. If th 
bills are printed up a year or six months in advance 
it is not much trouble to work up some general ad 
vertising along seasonal lines for use on the bills. -\!! 
envelopes containing company mail should car 
company advertisements aside from the’card. Wher 
special drives are to be made it would be a good 
stunt to have a special run of envelopes for this u- 
with a line printed in red at the bottom for use { 
two to four weeks before the drive started and for the 
duration of the drive. 

Aside from the company printed matter going in‘ 
the homes of the company’s customers, there exis! 
many other inexpensive ways in which gas, gas sc 
vice and gas appliances may be exploited and adv« 
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tised. 
tunities that is open to every company, and which 
will not only reach the active customers of the com- 
pany and find its way to many who are not customers 
it will be a co-operative help to a big customer. This 
is the use of gummed tape for sealing packages. The 
company could well afford to have the tape printed 


As an illustration of one of the many oppor- 


and furnish each user with a sealing outfit. Ask the 
baker if he will co-operate with you. 

There are many, many ways to advertise, all of 
which are good and which the gas company should 
undertake, but once you decide to advertise, keep at 
it and see that your newspaper gets its share. Do not 
“throw a little money into a month’s campaign” and 
call for results or reaction, for you will not get them. 
You must keep everlastingly at it and don’t ever get 
to the point where “you think that everyone in your 
community who can use gas is doing so, and all are 
using as much as they possibly and profitably could,” 
then stop your advertising. Remember “Spearmint” 
and ask your neighbor what happened to Pyles’ 
“Pearline.” There should be no intermission to gas 
company advertising; it doesn’t pay. When you get 
the audience play to them. 


Building Up a List for the Direct-by-Mail 
Salesman 


Many of the failures in direct-by-mail campaigns 
are directly chargeable against improper mailing 
lists. 

For some unknown reason, one of the hardest 
things for the dealer to start is a careful compilation 
of a hand-picked mailing list for use in a direct-by- 
mail campaign, for prospects for his salesmen to 
work on. 

The day of “clear-sky canvassing” (ringing door 
bells without an introduction) is passing and no 
salesman who understands that “system” of prospect 
gathering, and places any money value on his time, 
will waste it on such needless work, properly called 
“cold canvassing.” 

Too much stress cannot be placed upon the tre- 
mendous need of the average dealer having a good 
mailing list (by good is meant accurate and of such 
quality as to eliminate those who for some reason 
cannot be considered prospective purchasers) and 
using it intelligently. 

The public service company has the facilities for 
building a mailing list at a much lower cost than the 
average independent dealer, and at the same time one 
which should show a higher percentage of live pros- 
pects, if intelligently and carefully compiled. In fact, 
the public service company is one of the very few in- 
stitutions that can compile a hand-picked list and 
come somewhere near having what might be consid- 
ered a 100 per cent list. 

Compiling a good list of potential prospects is not 
a difficult task, nor is it a burdensome job to keep the 
list up to date, once it has been compiled, if it is un- 
dertaken systematically and with a full understand- 
ing of a few fundamental rules that must be observed. 


Presenting Your Product 


3efore setting forth the basic principles to be borne 


in mind by those who desire to compile such a list 


for direct-by-mail selling, it may be well to say a 





word regarding the presentation of your product. 
After all this is what is done when a dealer under- 
takes to benefit by the use of direct-by-mail selling. 

There are several types of appliance dealers and 
“almost dealers.” For sake of brevity, we will have 
to do with but two in defining them in this article, 
and only two for the reason that it will enable us to 
“get our story over in better form.” The two we 
have in mind are well known on “Main Street” in 
every city worthy of the name. ‘ihey are the 
“static type,” the type that thinks he wants.wishes 
and hopes, but who moves not. He waits for folks 
to come into his store to take his merchandise away 
from him. The other is the “motive type.” As the 
name implies, it is this type that is constantly in ac- 
tion, the dealer who presents his merchandise to the 
potential customer. He is the dealer who will want 
to compile a list for use in direct-by-mail selling, for 
selling an idea and creating prospects for his sales- 
men to sell merchandise. 

The“motive type” is the type that “got out from un- 
der’ a heavy inventory early in 1921, sold hisstocksat 
cost, or for less than cost, and with the moneys thus 
obtained purchased new merchandise at the new low- 
er price and sold them at the new price. He is the 





successful merchant, for he understands merchandis- 
ing, and appreciates that he must “go with” and not 
“against” folks, if he hopes to secure a proper and 
necessary turnover of his merchandise. This he recog- 
nizes as the profitable factor in merchandising. 

It is to this type that opportunity means a chance 
to “go out. and get them” and who, the moment his 
desk is cleared of one campaign, immediately gets 
into action for ancther. He virtually creates his own 
opportunities, realizing that all about him are folks 
who may be developed into prospective customers 
for.the service and appliances he is selling. If he will 
take the initiative and become interested in them and 
expose his wares or exploit his ideas. 

The fellow who secures business to-day realizes 
that his plan must include certain definite hard work 
for all, and that all bluff and false pretenses must go, 
and that as the directing head, he will frequently 
have to get out into the field of action and help or 
actually close a sale here and there or demonstrate an 
appliance. 

The “motive type” at once realizes that if he is to 
become more than a mediocre merchant, that he will 
have to take his merchandise to the potential cus- 
tomer until such a time as he makes a sale,-secures a 
signature on the dotted line and blazes the trail with 
a time-payment plan for the customer to follow to 
his store each month to make payments on his pur- 
chases. Thus the dealer is rewarded. Having taken 
his store to the customer, he has caused the customer 
to come to his store where he can demonstrate other 
appliances and make additional sales. 

The formidable task of taking the store to the cus- 
tomer is made an easy task by the employment of 
“direct-by-mail salesmen,” by sending attractive lit- 
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erature, mailing cards, broadsides, well-written sales 
letters and booklets to the prospective customers that 
will arouse their interest in his store and the appli- 
ances he is selling and create a desire for possession of 
them by the prospect. 

The direct-by-mail salesman’s calls are most in- 
expensive and are always sure of an audience, at a 
time when the prospect is interested and has the time 
and inclination to “hear the story.” 

The direct-by-mail salesman’s disposition is always 
the same: there is no element of time for him to con- 
sider ; he calls when the prospect is in the proper state 
ot mind and has leisure to peruse the story. He de- 
livers his message. 

The personal appearance of the direct-by-mail 
salesman, like that of the “flesh-and-blood salesman,” 
counts and, while this factor alone does not sell mer- 
chandise or create desire for it, it is one of the factors 
that must be considered. Due care and thought 
should be given his makeup, considering the effect 
of first impressions and to whom he is to be directed 
—men or women. 

If your printed salesman is to go to women in the 
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home your drawings may be made impressive by the 
employment of fine, delicate lines and if printed in 
colors they should be bright and cheerful, but not 
too radiant, and never loud. While if it is to be di- 
rected to men you may use more solids, with massive 
illustrations, strong black and white illustrations and 
bright contrasting colors help get your message over. 
Men like to get their shopping over with, so do not 
go into long-winded descriptions, but never fail to 
define accurately and illustrate clearly any mechan- 
ical features you desire to bring to their attention. 
In planning your direct-by-mail matter remember 
that first impressions count and that good appearance 
is an essential element. But the idea that must be 


paramount in your mind is that you are not distribut- 
ing pretty pictures or high-sounding literature but 
that your direct-by-mail salesman is sent out to sell 
the desire for your merchandise or service. 
Remember that the direct-by-mail salesman is a 
most valuable scout, that he can attract attention, 
arouse interest, create desire, but that he rarely sells. 
At the point where desire is created or even when 
interest is aroused, the “personal salesman” must 
come upon the scene to secure the customer’s order. 
Use the direct-by-mail salesman to blaze the trail, 
climb porches, develop leads, but give him the assis- 
tance that is absolutely essential to his success, the 








able personal salesman to follow him up, consistently 
and systematically; otherwise he will not “cut the 
but.” 

“Selling the Consumer,” a dealer help issued by a 
water-heater company, says in speaking of the direct- 
by-mail salesman, “A very definite follow-up must be 
arranged. While the mailing campaign is the hub 
of our service. it is not all-sufficient. This fact must 
be kept in mind. To depend upon the inquiries and 
calls in response to letters and literature would, of 
course, spell failure. The salesman must go out after 
the prospects” ‘This company speaks from an ex- 
perience covering a number of years, during which 
time they have seen conducted and supervised hun- 
dreds of successful campaigns, wherein the employ- 
ment of the direct-by-mail salesman played a maior 
part. 


’ 


Forms to Use 


At the time you build your list for use in your 
direct-by-mail campaigns for prospects, you should 





—La the Beker help ou ADVERTIE. 


have a quantity of cards printed for use in connection 
with it as well as for future campaigns, and for use 
by the sales force in compiling other sales infor- 
mation. 

If your customers’ ledgers do not contain complete 
information as to appliances in use in your city or 
you have no “history cards” you should, at the time 
of compiling your list, start a compilation of the ap- 
pliances now in use in the homes of your customers. 
A card designed along the lines of figure 2 may be 
used for this purpose. 
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Here, as it will be seen, are listed all the appliances 
hat the dealer is selling, each being numbered; viz., 
Vo. 1, ramge...... , cabinet...... box ; and above and 
orresponding to these numbers given the appli- 
ince will be found a second series of numbers. The 
numbers at the top of the card and corresponding to 
those given the appliance are used as “flag” numbers. 
[hus any appliance that the customer may possess 
and which is in good serviceable condition is listed 
and the number corresponding to its number, at the’ 
top of the card, is crossed off, which indicates that 
there is no need of sending a direct-by-mail salesman 
to the home of this customer with the idea of interest- 
ing him in ranges at present. The operator of the 
addressing machine, in making up the list, also is 
thus advised that the plate for this particular cus- 
tomer should be “skipped” when (in case of No. 1 be- 
ing crossed out) a special drive on ranges is in 
progress. 


TELEPHONE ORDER No. 


ht et es 


Netaeet Gaer .—........... 





Received and completed 
to my entire satisfaction______ 
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. Street 
Number Avenue 


2 Tank Beaters Swe Tank Cal 
3. Automatic Beaters Number 

4. Portable Heaters. > Radiators—No. Section 

6 Ge ron 

7. Bot Plates 1 Br 2B 3 Br 


&. Bouse Piped No. of Drops 


Form ~*~ Beat 


SALESMAN’S CALL CARD 
Street a ee Flat 
Name 
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_Where there is no list and it is not feasible to com- 
pile one from the customers’ ledgers or when these 
ledgers are in such shape that the information they 
contained would not cover enough customers to make 


a good list the most inexpensive, efficient and quick- 
est way to make up a list for use in direct-by-mail 
selling is to make a complete survey of your city. A 
survey should be made in this manner: 


1. Make up from your meter record (gas-bill 

stencils) a list of every customer in the city. 

Secure a map of your city and lay it off into 

sales districts, classified as follows: 

(A) High-class residential section. 

(A1) Middle-class. 

(A2) Poor class. 

(B) Commercial section. 

(C) Industrial section. 

3. Segregate these lists (when data is secured) 
and file by street and house number, according 
to classification. 


~ 


This done, employ your surveyors (high-school 
boys or young women make good surveyors) and, 
after deciding the matter of compensation (which 


. may be a flat rate per hour or per card, it being un- 


derstood that all information must be complete and 
accurate and that it is all subject to check and verifi- 
cation, before payment is to be made), send them 
into the field. The survey should be conducted in 
such a manner as to complete one district or section 
of the city at a time and not be spread out all over 
the city. When the surveyors have turned in the 
completed cards, the information contained on them 
should be immediately transferred to a permanent 
card for the office file. (Here it might be well to say 
that the surveyors’ cards may be printed on a cheap 
stock or even on paper, as they are only intended for 
use in making the survey.) The office record cards 
should be given over to the care of one person in the 
organization, who should be held strictly accountable 
for their care and whose duty it should be to keep 
them up to date by compiling information from cards 
turned in by the salesmen and other sources. 

Other cards may be used to good advantage in 
securing information for the data or direct-by-mail 
file. The telephone order card, while primarily de- 
signed for use in setting down telephone orders, may 
be. when these orders have been executed, turned in 
to the file clerk for the information they may contain. 
The prospect card is self-explanatory. 

All completed cards should be turned over to the 
person in charge of the files for the information which 
they may contain. 

When information is desired by the salesmen or 
others, it should be obtained from the person in 
charge of the files, and at no time should the original 
card be permitted to be taken away from the office 
file. All information regarding customers or pros- 
pective customers should be turned over to the file 
keeper in order that it may be recorded or that cards 
may be made up in case of new names. 

New names may be secured from time to time in 
many ways and from many sources. There is the 
woman who came into the store to examine the new 
range with the oven heat control, displayed in the 
window, “Yes, I want one of those ranges but we 
have no gas on our street”; and the other woman who 
was interested, “but I can’t buy one just now, we 
just moved here and we had so much expense and so 
many things to buy that I guess I’ll have to make my 

(Continued on page 514.) 
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Good Service Advertisements 


Baltimore, Md.—A series of “Good Public Service” 
advertisements is being printed by the Consolidated 
Gas. Electric Light & Power Company, of Baltimore, 
Md., as a part of the company’s regular merchandise 
advertisements in the Sunday papers of Baltimore. 
While the idea is not a new one, the make-up of the 
advertisements is pleasing to the eye, lends a bit of 
color to the merchandise ads, and at the same time 
conveys a terse, brief and interesting message to the 
reader. The campaign started late in 1921 and one 


message is used each week in the Sunday papers. 
The first “Service” message read as follows: 


A SIGN OF GOOD SERVICE 


This sign conspicuously displayed in a con- 
venient part of our main office means just what 
it says: “Inquiries, Complaints, General Ser- 
vice.” Quite frequently we find that inquiries or 
complaints from our customers supply informa- 
tion about local conditions which makes it pos- 
sible for us to remove the obstruction that is 
preventing them from enjoying the good service 
to which they are entitled, and which we are 
trying to give them. 

We invite complaints so that we can remedy 
them by removing their cause. 

Make use of the general service department— 
just telephone Plaza 8000 and ask for “general 
service.” 


The next “Service” ad was captioned “The Trouble 
Desk.” This read in full: 


The trouble desk is well named _ In our organ- 
ization it is a desk to which go the troubles that 
interfere with good service to our customers and 
from which the necessary men and machinery are 
put into motion to remove the trouble. It is a 
“warder on the hill.” 

Competent men are at this desk at all times. 
There are sufficient telephone lines to make them 
always accessible. They are willing and able to 
take care of trouble. In fact, they are always 
“looking for trouble,” eternally vigilant to avoid 
interruption of service or to restore it if inter- 
rupted, as it sometimes is in spots by storm, fire 
and accident. 

The trouble desk is an important link in the 
good-service chain. 


If a Baltimore resident has ever wondered how 
much coal the gas and electric company uses in a 
vear one of the service ads gives this information, to- 
gether with much other interesting data. This in- 
formative ad in the good-public-service series read 
as follows: 


Last year your gas and electric company 
burned 278,406 tons of coal. As we all know, 
coal has been high in price and often hard to get. 


At times our storage supply of coal was as great 
as 72,006 tons. 

The coal is only one item. 

There must be great power stations and gas 
plants with distributing systems adequate to 
meet your maximum demand instantly. The re- 
quirement, which together provide never-failing 
light, heat and power, the most useful things in 
your home, factory or store, at the lowest rela- 
tive cost. 


One of the most interesting departments of the 
Consolidated Gas, Electric Light & Power Company 
is its telephone department. It has the appearance of 
a regular central office and handles about 16,000 calls 
a day. The operators are ever on the alert for every 
kind of emergency call and these receive prompt at- 
tention and one of the good-service ads says: 


Your nearest telephone is your gas and electric 
company. 

At any hour—day or night—in case of emer- 
gency, all you have to do is to lift the receiver and 
say, “Plaza 8000.” 


One of our operators will connect you with the 
proper department to give prompt and effective re- 
lief in any emergency arising from the use of gas 
or electric service. 

Every precaution is taken to prevent interruption 
to the service and to guard against emergencies. 

As a safeguard our emergency desk is always at 
your service. Just call “Plaza 8000”—any hour of 
the twenty-four. 


Every appliance, gas or electric, handled by the gas 
and electric company, before it is offered for sale in its 
stores, is first put through severe tests. It must come 
up to every specification before it is offered for use. 
One of the good service ads has to do with this phase: 


No gas appliances are offered for sale »y this 
company until they have been approved by our gas 
appliance testing laboratory. 

In this laboratory all appliances are tested for 
safety, efficiency and durability. 

Safety is the primary test. 

Our customers realize the importance of using 
approved appliances. 

It is in your interest, as well as our own, that we 
maintain at our Front Street distribution shops one 
of the most thoroughly equipped testing labora- 
tories in the country. 

This important work is under the direction of 
competent engineers who have had many years of 
practical experience in the utilization of gas. 

The purpose of the gas appliance testing labora- 
tory is to insure our customers against use of equip- 
ment of faulty design and construction, and-to as- 
sure them of satisfactory long-continued service 
through the use of appliances that are safe, efficient 
and durable. 
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As the Journal Views It 











Removal Notice 


The “American Gas Journal” is now 
located in the Dodge Building, 53 Park 
Place, New York City. Our new tele- 
phone number is Barclay 6736. 











“The Convention Dailies” 

The pledges of co-operation which followed the an- 
nouncement in these columns several weeks ago, that 
the Amrrican Gas JourNAL would be published daily 
during the 1922 American Gas Association convention 
in Atlantic City have been so wide and varied that it 
has almost been impossible for us to acknowledge all 
of them. Accordingly, we adopt this means of assuring 
the many hundreds of men in the gas industry who have 
offered their assistance to make these daily issues the 
greatest success in the history of the gas industry, that 
we are not unmindful of their support, nor are we so 
discourteous as to fail to acknowledge individually these 
pledges. 

It can well be imagined that an undertaking as large 
as the contemplated one requires a great deal of plan- 
ning and preliminary work in order to insure its suc- 
cess. Many of these preliminaries are now out of the 
way and, although we never assume the role of prophet, 
we feel justified in this particular instance to unquali- 
fiedly state that the daily issues of the Amrrican Gas 
JourNAL are going to be, in the vernacular of the day, 
in a class by themselves. 

The publishing of the dailies means a marked change 
in the method of conducting the convention. It means 
a simplification for everyone in the industry, whether 
operating a gas company, or supplying that company 
with either its equipment or appliances. That has been 
predicted by many and, as events are proving, it is 
correct. The Amertcan Gas JourNAL in undertaking 
this task did not deceive itself as to the magnitude of 
the work involved, but it felt encouraged to make the 
attempt because the American gas industry certainly 
warrants a placing of its convention in the position of 
having an extraordinary service. That has been the 
animating reason. 

As was stated in the first announcement, the Amerr- 
can Gas JourNnat will not publish any pre-convention 


issue, except such as may be warranted, for it is felt 
that much of the value of a pre-convention issue is lost 
in the fact that it is not available at the scene of the 
convention, and it cannot of necessity be timely in 
every respect. This handicap is overcome by the daily 
issue, for each issue will tell completely and fully the 
story of the convention, as it progresses from day to day. 
Another convenience is the fact that additional space is 
provided wherein can be told every event of conse- 
quence, as well as many of the side lights. It is a physi- 
cal impossibility for such complete service to be given 
in only one or two issues which must be devoted to the 
progress of the gas industry as well as covering the 
convention. 

We desire to thank the gasmen for the interest dis- 
played, and also to announce that the daily issues of the 
American Gas JourNnat during the 1922 convention 
are an assured success. 





Advertising Taking Hold 


The interest that is being displayed in advertising 
shows that the gas industry is alert to the opportunity 
that is presented to us and also is a tribute to the work 
that is being done by the advertising section of the 
American Gas Association, During the past few months 
gasmen have been enlarging their advertising appropri- 
ations and have used liberal space in their local news- 
papers. The result has been that there has been-a 
spurt in the sale of appliances and new business depart- 
ments are reporting that the outlook is favorable for a 
most active and prosperous year. 

The most interesting and pleasing feature of the cam- 
paigns that have been started, however, is the expressed 
determination to maintain the pace that has been started. 
This is a great improvement over the spasmodic at 
tempts that have marked previous efforts and it goes 
without saying that the results will more than justify 
the efforts. 

But it is not alone the sale of appliances that has 
been the subject of advertisements. There has been a 
decidedly right move in the direction of advertising to 
secure good-will of patrons. When a commercial manu- 
facturer uses space for building good-will it is called 
general publicity advertising and that it pays is shown 
by the enormous amounts that are expended each year 
just to keep the name of product before the public. 
Now gas companies don’t have to advertise to keep their 
names before the public but they do have to advertise 
to tell the public of the efforts that are being made to 
give good service. We shall watch with great interest 
the development of this idea throughout the country. 
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Efficiency —Economy—Exultation. A Gas Range 
(Continued from page 504.) 


Advertising and Window Displays 


When this article reaches its destination we will be 
thinking of June brides and presents for thein. To a 
girl who has been accustomed to a gas range, she 
cannot be happy if “hubby” is inconsiderate enough 
to furnish the home with a coal stove, even if he 
takes wifie to live with his mother, who never knew 
the blessing of a gas range. 

The girl will want to help his mother and then 
misery will surround her every minute she is in the 
kitchen. 

We should prepare a window emphasizing gas 
ranges as presents for June brides. 

Let us place the June bride in her trousseau, with- 
in our show window, one of her hands resting on a 
gas range, while back of the range, placed on a table, 
are a lot of presents, such as silverware, vases, clocks 
—and even some electrical utensils—and then our 
card sign: 


A JUNE BRIDE 


She loves her husband more than she ever 
dreamed she would. She knew the merits and 
comforts of a gas range, but he bargained for a 
coal stove. He changed his order for a gas 
range, unknown to the girl, after we had con- 
vinced him of its efficiency, economy and exulta- 
tion it would be to her. 

So great is her joy she has forgotten all the 
other presents, and so would you if you knew 
the lasting comforts of a gas range. Come in 
and let us prove this. 

You can substitute for the card mentioned the 
following : 


SAY, YOU JUNE HUSBANDS! 


Do you see this June bride has shown that a 
gas range is her preference over all other pres- 
ents. Get wise if you would make your wife 
happy. Our terms are reasonable and the joy 
that a gas range brings to a woman’s heart is 
immeasurable. 


Come in and let us explain it to you. 
How are we going to get the wax figure to repre- 
sent the bride? If your town is big enough to contain 
stores using these figures, you might borrow from a 
merchant, even unto the garments, and place a card 
at the bottom of the dress: 


This bride and her trousseau visited 
through the courtesy of 


us 


If borrowing or buying is out of the question, and 
a costumer cannot effect it by rental, just use a card- 
board figure of a smiling girl, calling her a June 
bride. It is not necessary that she be dressed in 
bridal toggery, but then a bride in your window will 
get a larger audience. A live model—oh, boy !|—will 
fetch the town. Don’t begrudge a little expense. You 
cannot advertise unless you spend some money, and 








this is advertising in the highest degree of sales get- 
ting. Nothing ventured, nothing gained ; so do not say 
that it is impracticable until you have made every 
effort and then make another and do it. 

The following aphorisms may be used as head- 
liners for our newspaper advertisements, for card 
signs about our store and show windows, the idea 
being that eternal hustling is the price of business 
success : 


Summer is coming. She who owns a gas 
range will enjoy the sunshine. 





One thing that plays no favorites—fair to all: 
A gas range. 





Grammar may not mention the feminine mood, 
but experience does. It is serenity where she has 
a gas range. 





The acme of twentieth century perfection— 
a gas range. 





The greatest thing in the world is content- 
ment. A gas range produces contentment. 


We have been given pointers on how to bring out 
the fine points, which are the selling points, of ham- 
mers, and this same line of reasoning applies to every 
article manufactured. We have been warned to be 
courteous to our customers. Now a little effort on 
our part will help us to concoct the fine points of 
every article we have for sale and then sell em, and 
when it is a gas range or gas appliances you know 
that we can do it cheaper, better and quicker and, as 
it’s time to open the store for the day, come on; 
let’s go. 





Here and There in Selling 
(Continued from page 511.) 


old range do for a little while longer.” There are op- 
portunities but— Who was that woman? What was 
her name? Where does she live? You must get that 
information, for the mere fact that there is an inter- 
ested woman or a new family in town that hopes to 
buy a range some time means nothing. Every time 
you get a prospect or anyone in the organization gets 
a prospect, jot it down, check it in and record it. 
Help the boys in the field. Always be on the lookout 
for new material for them to work on. 

Get the direct-by-mail salesman selling ideas and 
right back of him have the personal salesman. 

The big insurance companies have used two sales- 
men for years and the system produces good results. 
You may have been canvassed by Jones time and 
time again but he did not sell you, came nowhere 
near it, until one day he almost sold you; then for a 
time you heard nothing from him, when “bing!” like 
“a blot from the blue,” one day Jones appears again, 
in company with another man: “Murdock, this is 
Mr. Franklin, our superintendent of special informa- 
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tion, from Chicago, and I wanted you to meet him, 
thinking that possibly there may have been a point 
that I did not make quite clear to you. . .” You know 
the rest of the story—how you were pushed over the 
line. 

The average dealer or company cannot afford to 
employ two flesh-and-blood salesmen, but they can 
and should employ the method using the direct-by- 
mail salesman to dig up the prospect and interest him 
and the personal salesman to close the sale. 

When your list is completed, checked and filed 
you are then ready to start your direct-by-mail ef- 
forts, campaigning continuously, month in and month 
out. 

After you have decided upon the number of pros- 
pective customers vou are going to have your direct- 
by-mail salesman call upon and the number of calls 
to be made to each, make up your route lists, taking 
a small section at a time. At the time your address- 
ing is done set your machine to duplicate, and run off 
a list or card for the salesman’s follow-up. 

Start to mail out your booklets, cards or letters. as 
the case may be, giving due consideration to the fact 
that each of the pieces are to be followed up consist- 
ently by the personal salesman and that it is not well 
to crowd him. It is better to mail out fifteen pieces 
to each salesman and have him follow them up within 
two days after mailing than to mail out 100 and have 
him half cover fifty of them. In making the first 
round of the territory many things will develop that 
will change your mailings. The salesmen will de- 
velop many new prospects that were not included in 
the campaign list, new customers will be created, 
prospects for appliances other than the one being fea- 
tured will be developed and there will be “call backs,” 
al! of which will have to be considered and which 
should be the gauge for your next mailing. 

Ruild your list with care and plan your follow up 
consistently and you can’t help but develop a worth 
while volume of new business. 





Fuel-Economy Section Will Be Feature of 
National Exposition of Chemical 
Industries 


The eighth national exposition of chemical indus- 
tries will be held this year in the Grand Central Pal- 
ace, New York City, during the week of Sept. 11-16, 
inclusive. It will follow immediately upon the fall 
meeting of the American Chemical Society. “Raw 
Materials, Machinery, Products,” is the way the ex- 
position is described and is intended to carry this 
main impression. The raw materials are exhibits of 
the natural resources from out of the earth and above 
the earth. The machinery exhibits consist of appa- 
ratus and equipment and instruments for control. 
precision, recording, gauging, measuring, and ma- 
chinery for every mechanical operation in the manu- 
facture of products from the raw materials. The 
products themselves are the finished products and the 
exhibits will contain those of organic and inorganic 
origin, of solid, liquid or gaseous form, and of every 
conceivable nature. Many new things upon which 
manufacturers were working when the war endec 
and which have since been more leisurely perfected, 
will be shown for the first time. Industrial progress 
continually calls for advancement and progress in 
manufacture and each year we have many notable 





improvements in the exhibits at the exposition. Each 
year there are many new articles exhibited. 

Counting only these, the time of technical and bus- 
iness men is well and advantageously spent in in- 
quiring into the things on exhibit. One exhibitor 
who for the past few years has been devoting time to 
the perfection of a new form of apparatus, said the 
other day that it is now when men have time to spare 
for consideration of these things that he expects con- 
siderably larger and more interested attendance in 
his booth. “When the plants are idle, as they are 
now, the most progressive companies are examining 
into our apparatus and a remarkable thing is that we 
are making some installations in plants which are 
now Closed, so that when they begin their work they 
will be in better position than ever and have an ad- 
vantage in taking this opportunity to prepare to re- 
duce their costs for the future. I’m looking for many 
more such openings through our exhibit and with 
considerable enthusiasm for the entire exposition.” 

The managers report that three full floors of the 
Grand Central Palace are already taken for the expo- 
sition and part of the fourth. There are at this time 
350 exhibitors who have contracted for their space 
locations. In the exposition there are two special 
sections, one upon the subject of fuel economy where 
exhibits intended for the more efficient use of fuel, 
its combustion, distribution or control will be made; 
another where the subject of shipping containers will 
be given considerable attention and will have to do 
with the container itself, whether of metal, wood, 
fiber, paper or the cooperage of slack or tight barrels, 
tanks and towers, with machinery for packaging. 
labeling, handling and conveying the packaged ma- 
terial and lastly making it ready for final shipment. 
This section will furnish the complete ideal for any 
industrial plant. There will be groups of exhibits of 
glass and ceramic products. Laboratory equipment 
will be thoroughly represented. ‘There will be a 
group of Canadian exhibits where the natural re- 
sources of the adjoining Dominion will be made and 
there will also be a Southern section where not only 
the resources of our South but of the manufactured 
products coming from that section will be made. 

The program of the exposition has been outlined 
and work is now in progress upon it and it may be 
expected to compare fully with the high standards 
of the preceding expositions. As has been the cus- 
tom, there will be exhibits of motion pictures cover- 
ing all phases of the chemical industries and the ex- 
position will hold many interests for every writer. 

The office of the managers, Charles F. Roth and 
Fred W. Payne, is in the Grand Central Palace. New 
York City, and inquiries should be directed to them 
there. 





Louisiana Gas Field Note 


The Southern Carbon Company recently com- 
pleted another gasser with its Fee No. 8 well in sec- 
tion 13-19-4 of Ouachita Parish, near Fairbanks. The 
well was drilled by the Fred Stovall Drilling Com- 
pany, of Monroe, and has an open-flow capacity of 
13,140,000 cu. ft. of gas a day, establishing itself as 
one of the best wells in that section. This company 


has about twenty-five producing wells at the present 
time, more than twice or three times the number of 
all companies in the field. 
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Developments of Gas Technology | 


Important Information Gathered from All Parts of the World 
By ISMAR GINSBERG, B.Sc., Chem. Eng., Associate Editor 
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The Bergmann Part Gas-Fired Furnace 


In the Zeitschrift der Vereines Deutscher Inge- 
nieure, 1922, pages 131 to 152, there is described the 
construction of the Bergmann furnace, which is fired 
partly with gas. The various processes which take 
place on the combustion of solid fuels, namely pre- 
liminary drying, swelling of the coal, gasification and 
combustion of the gas, are separated and made to 
take place in different parts of the furnace in the tem- 
perature zones which are most favorable for carrying 
them out. This is obtained by arranging a separat- 
ing wall in the upper part of the shaft furnace. In 
this way there is formed a space where the swelling 
of the coal takes place and another space where the 
gas is burned. This arrangement works without the 
formation of any smoke at all, and it is claimed that 
95 per cent of the heating value of the coal is utilized 
in this furnace. 


Pressure Control of Gas Lamps 


This invention, patented in Great Britain (Patent 
No. 173,566) is concerned with the control of gas sys- 
tems or burners and more particularly with appara- 
tus for the automatic lighting and extinguishing of 
gas burners. Many different forms of apparatus have 
been proposed for this purpose, utilizing a bell which 
is raised when desired by temporary increases of 
pressure. 

All these devices are quite complicated, due to the 
numerous parts that they contain. The object of the 
invention is to provide a modified or improved appa- 
ratus in which the major part of the working mech- 
anism is arranged external of the bell. In this man- 
ner cleaning, adjustment and inspection are facili- 
tated, the use of rubber seatings is avoided. A simple 
and practically frictionless connection between the 
operating bell and the ratchet arrangement which 
actuates the valve is provided. 


Combined Coke Quenching and Loading 
achine 

A machine for combined coke quenching and load- 
ing has been used with very good results in certain 
English coke plants. The machine is said to be free 
from undesirable mechanical complications and pos- 
sesses a very robust construction throughout. It has 
an overall length of 42 ft. and a width of 11 ft. On 
the oven side of the machine there is a water tank the 
full width of the same and about 16.5 ft. long. The 
tank is filled with water to a predetermined level and 
the machine is then pushed to the oven which is 
about to be discharged. The coke ram then pushes 
the charge out of the oven over a platform about five 
feet wide between the oven and the quencher. The 
coke on reaching the end of the platform automat- 
ically breaks up and, falling into the water, is in- 
stantly quenched. When about a third of the coke 
has fallen into the tank the conveyor, which is pro- 













vided in the machine, starts to draw the quenched 
coke out of the water tank. After all of the coke has 
been removed from the tank the conveyor is stopped 
and the surplus water is run out. After the coke has 
remained on the conveyor for a short time to dry and 
steam off, the coke is transferred from the conveyor 
over a screen which is arranged at the end of the ma- 
chine for the removal of coke breeze directly into the 
railroad cars. It is claimed that this method of 
quenching the coke produces a product which does 
not contain as much water as is ordinarily found in 
coke quenched by the common method. Another 
important advantage with this machine is that only 
one man is required to operate it, which reduces the 
labor cost to a minimum. The conveyor makes just 
one complete rotation in discharging the ccke from 
one oven, and consequently the maintenance cost is 
also very low. For further details, see Jron and Coal 
Trades Review. 


Combined Gas Heater and Ventilator 


This device is used for warming and at the same 
time ventilating a room by means of convected heat. 
Fresh air is drawn through a flue which is heated by 
gas, and then discharged into the atmosphere. The 
apparatus is made of sheet iron and is fitted with an 
atmospheric burner which may be regulated to con- 
sume about 5 to 25 cu. ft. of gas per hour. The heater 
will maintain an even temperature within the room, 
drive out vitiated air and prevent cold drafts. A spe- 
cial model is made for use in garages, which is per- 
fectly safe. 








Girke Gas-Fired Boiler 


The design of this boiler is based on the discovery 
that when such gases as coal gas, blue water gas, pro- 
ducer gas, coke oven gas and natural gas are intro- 
duced into empty tubes, whose lengths are great in 
comparison to their bore, together with the addition 
of such air as is required theoretically for their com- 
bustion—or as much as 10 per cent in excess—then 
complete combustion of the gas will take place with- 
out preliminary mixing. The resulting products of 
combustion will then be reduced to 70 deg. Cent., or 
less above the temperature of the water in the boiler. 
This can be accomplished with natural draft or in- 
duced draft of four inches of water and over. Nat- 
urally the greater the draft used the greater must the 
ratio be between the length of the tubes and their 
bore. In its simplest form the boiler consists of a 
drum in which there are arranged a number of these 
tubes. At the inlet end of each tube there is a pat- 
ented burner or distributor which discharges a jet of 
gas into the tube. Per pound of steam produced from 
and at 212 deg. Fahr. there were required 2.5 cu. ft. 
of coke oven gas, 2.2 cu. ft. of rich coal gas and 3.62 
cu. ft. of water gas For further details the reader is 
referred to an address delivered before the West of 
Scotland Iron and Steel Institute by P. St. G. Kirke. 
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Public Utilities Securities 
Report 


Prices of Representative Gas Bonds 





Market 


(Quotations furnished by The National City Company) 


Company Issue Maturity 
American Lt. & Trac. Co........ 8 8 ee May 1, 1925 
Brooklyn Union Gas Co............ First Consol. 5s..... May 1, 1945 
Columbia Gas & Elec. Co.......... ESE Sou. caiaien eae May 1, 1927 
Consol. Gas, Elec. Lt. & Pr. Co. 

Gt NE +s wrdndisecn scowtet Ret Tits. ....- Dec. 1, 1945 
Consol. Gas, Elec. Lt. & Pr. Co....General 4%4s........ Feb. 14, 1935 
Consol. Gas Co. of New York......Sec. Conv. 7s ....... Feb. 1, 1925 
New Amsterdam Gas Co....... .. First Consol. 5s..... Jan. 1, 1948 
Denver Gas & Elec. Co............Gen. (now Ist) 5s...May 1, 1949 
a ee ee y Sey repens | ee ee Jan. 1, 1923 
Equitable Illum. Gas Lt. Co. of 

Philadelphia ........... Ree ER Rs Ly cin cmnmdiwea Jan. 1, 1928 
Hudson County Gas Co..... Sbnea ee Mibinks sce cove’ Nov. 1, 1949 
Laclede Gas Light Co.............. Ref. & Ext. 5s...... Apr. 1, 1934 
Louisville Gas & Elec. Co..... eseee First & Ref. 7s...... June 1, 1923 
Michigan Light Co....... eee Ff fe Mar. 1, 1946 
Milwaukee Gas Light Co...... i MR esa coums e's May 1, 1927 
Pacific Gas & Elec. Co........ soe Ge Tek, Se... Jan. 1, 1942 
Pacific Gas & Elec. Co..... vvonsqganee Gr Mel. 78.5.0 Dec. 1, 1940 

Cal. Gas & Elec. Corp. .......... Unif. & Ref. 5s...... Nov. 1, 1937 
Peoples’ Gas Lt. & Coke Co....... Refunding 5s ....... Sept. 1, 1947 
Chicago Gas Lt. & Coke Co..... I oo ee oa July 1, 1937 
Portland Gas & Coke Co.......... First & Ref. 5s...... Jan. 1, 1940 
~weatie Lighting Ob: ..... occ cccees Refunding 5s........ Oct. 1, 1949 
Southern California Gas Co........ a a Nov. 1, 1960 
Utica Gas & Electric Co...........Ref. & Ext. 5s...... July 1, 1957 
Washington Gas Light Co.........General 5s.......... Nov. 1, 1960 
Western States Gas & Elec. Co. 
2: RE EE First & Ref. 5s...... June 1, 1941 


June 1, 1922 


Bid Asked 

107. 107% 
95 971A 
9 96 


108% 109% 


8914 90% 
117. 118 
80 81 
91 93 
9914 99% 
9834 9934 
88 89 
9214 93 
100 =—101 
&9 90 
91 92% 
90% 1 
106 107% 
95% 96 
0 91 
95 96 
89 3891 
95 96 
97 = 100 
8854 90% 
94%, 95 
8914 — 





Pacific Gas Earnings Show 
Increase for First Quarter 
San Francisco, Cal.—-The in- 

come account of the Pacific Gas & 

Electric Company for the first 

quarter show an increase of $153,- 

040 in gross revenue, a decrease of 

$179,488 in operating expenses and 


excellent,” 





March 31— 1922 
NR S55 Sek Saks Ue ss 2 $9,872,883 
Operating expense and taxes......... 6,013,968 
PII Fo oi cs Pew es Us CUT e eee can. 858,915 
Interest and amort. of bond dis........ 1,391,715 
ee pre oa, eT ee ee eee 2,467,200 
Reserve and depreciation ............ 895,460 
ee en eee eee 1,571,740 
Accrued div. on pfd. at 6 per cent. 616,997 
OSs i RRB ics POET oe vs os 954,743 
Accrued div. on com. at 5 per cent.... 433,131 
SES ER Oe es. ee Sons? 521,612 





taxes and an increase in net reve- 
nue of $332,528 or 9.4 per cent. 
“Water conditions promise to be 
said A. F. Hocken- 
beamer, second vice-president. “In 
the water sheds there is twice the 
amount of well-packed snow there 
was last year at this time.” 
income statement follows: 


Inc. 
$153,040 
179.488 
332,525 
64,879 
267 649 
128,191 
139,458 
7,774 
41,684 
7,912 
33,772 


The 


Gas and Electric Issue Is 
Permitted 


Trenton, N. J.—The State Public 
Utility Commission has approved the 
application of the Public Service Gas 
Company and the Paterson and Pas- 
saic Gas & Electric Company for an 
issue by the latter company of $50,- 
000 of its 5 per cent consolidated 
mortgage bonds. The approval stip- 
ulated that the value of the bonds 
should not be less than 85 per cent 
par value. 


Philadelphia Suburban Gas 
Bonds 


Stroud & Co., Inc., and Bicren & 
Co., of Philadelphia, are offering 
$700,000 Philadelphia Suburban Gas 
& Electric Company general mort- 
gage 6 per cent gold bonds, due Dec. 
1, 1969, at 95 and accrued interest 
to yield about 6.35 per cent. Prin- 
cipal and interest are guaranteed by 
indorsement by the American Gas 
Company 





Standard Gas & Electric has de- 
clared the regular quarterly of 2 
per cent on preferred, payable June 
15 to stock of record May 31. 


Report of Augusta-Aiken Railway 
& Electric Corporation for twelve 
months ended March 31, 1922, shows 
a gross of $1,073,625 against $1,244,- 
303 for 1921, a decrease of $170,678. 
Net after taxes was $321,883 against 
$439,748, a decrease of $117,865. In 
1922 there was a deficit after charges 
of $63,094, compared with a surplus 
of $48,488 in 1921. 


Georgia Railroad Commission has 
ordered Atlanta Gas Tight Company 
to reduce rates from $1.90 a thou- 
sand cubic feet to $1.85 following 
hearing on application for an adjust- 
ment of rates. Commission has now 
passed on seven gas cases resulting 
from its recent ruling and has or- 
dered reductions in. six. In five cit- 
ies outside of Atlanta the cut ordered 
was ten cents a thousand cubic feet. 
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Nebraska Firm to Buy 
Maryville Plant 


Maryville, Mo.—The Continen- 
tal Gas & Electric Corporation, 
with general headquarters at Oma- 
ha, Neb., has secured an option for 
the purchase of the Maryville Elec- 
tric Light & Power Company. Ap- 
plication has been made to the 
Missouri Public Service Corpora- 
tion for approval of the sale. Few 
changes of the local plant are con- 
templated. 





New Gas Company Organized 


Grants Pass, Ore—A new com- 
pany has been organized to take over 
the properties of the Oregon Gas & 
Electric Company in Grants Pass, 
Roseburg, Ashland and Medford. 
These properties are the ones pur- 
chased by Louis Sutter, vice-presi- 
dent and cashier of the Anglo-Cali- 
fornia Trust Company at the fore- 
closure sale last year. The new 
company, which is to be known as 
the Southern Oregon Gas Company, 
was organized with a capital stock of 
$250,000 and a bond issue of 
$75,000. 

The property has been deeded to 
the new corporation by Mr. Sutter 
in lieu of the stock and $50,000 or 
the bonds, the remaining $25,000 to 
be sold from time to time as money 
is needed for betterments in the va- 
rious plants. Thomas D. Petch is 
vice-president and general manager 
of the company. He will be located 
in Medford and will have full charge 
of the company’s affairs. 





To Spend $20,000 on 
Improvements 

Freeport, Ill—Expenditures for 
extensions and service improvement 
approximating between $15,000 and 
$20,000 have been set down for the 
present year by the Freeport Gas 
Company and some of the work has 
already been started. The program 
for the bie calls for the laying of 
new and larger mains, extension of 
mains in various sections of the city, 


improvements and installation of 
new equipment at the local plant, re- 
pairing, repainting and refitting of 
the plant itself and various other 
items which will make rather a com- 
plete pregram fer the company to 
carry out during the summer. These 
improvements will be made despite 
the fact that the Commerce Commis- 
sion recently chopped off 15 cents 
per thousand cubic feet from the gas 
company’s revenues. William Mc- 
Cleary, local manager for the gas 
company, has made announcement 
of the program mapped out by the 
company. Authorization has been 
received from the Philadelphia head- 
quarters of the Geist Company, own- 
ers and operators of the Freeport 
Gas Company, for the proposed im- 
provements. 


Power Companies Float New 
Corporation Issue 


Jackson, Mich.— The Common- 
wealth Power Corporation has been 
formed to acquire ownership of all 
power and light properties of the 
Commonwealth Power Railway & 
Light Company. 

All the preferred and common 
stock of the new corporation comes 
into the treasury of the Common- 
wealth Power, Railway & Light 
Company, either directly or through 
its subsidiary, the Union Railway, 
Gas & Electric Company, thereby 
conserving the equity ownership of 
the present stockholders. 

Steps have been taken towards 
funding the larger part of the float- 
ing indebtedness of Commonwealth 
Power, Railway & Light Company 
and details of a plan now are being 
considered by which its 6 per cent 
preferred stock and outstanding 
script may be exchanged for 6 per 
cent preferred stock of the Common- 
wealth Power Corporation, with the 
view to inaugurating the payment of 
past dividends. 

The Consumers Power Company, 
operating largely in Michigan, is one 
of the subsidiary organizations of the 
Commonwealth group. 


State Department Enters into 
Carbon-Black Activities 


New Orleans, La—In an effort 
to obtain a detailed, accurate and 
thoroughly up-to-the-minute re- 
port as to whether the pressure of 
the gas in the Monroe gas field is 
diminishing and as to the scope 
and importance of the field at pres- 
ent, the Department of Conserva- 
tion in Louisiana is taking steps to 
test the rock pressure and the pre- 
cise flow of the eighty-nine produc- 
ing wells of the field in question. 
This data, it is declared by experts, 
will be more in:portant for deter- 
mining the extent of the field, its 
importance and its possibilities 
than the geological survey of the 
U. S. Department of Mines. 

In making their survev of the 
Monroe field, the engineers of the 
Bureau of Mines depended largely 
for their most important calcula- 
tions, on estimates and figures of 
well operators and other persons 
directly connected with the devel- 
opment of the gas industry in the 
State. This tends to make theirs 
anything but first-hand informa- 
tion. 

The Department of Conserva- 
tion, on the other hand, will em- 
ploy engineers to take absolutely 
correct tests of the rock pressure 
and the flow of the gas. For un- 
known reasons, such steps have 
never before been taken. The re- 
port, when completed, wil! contain 
the most authentic data obtainable. 

Since the center of the United 
States’ carbon-black industry has 
been definitely placed in the Mon- 
roe gas fields, much attention has 
been attracted to that territory. 
Governor Parker has, at last awak- 
ened to the fact that the State will 
have to stop the waste of natural 
gas by eliminating entirely or 
greatly curtailing the use of the 
mineral resource for the manufac- 
ture of carbon black, if the State 
has any hopes of reserving gas for 
domestic consumption. 

In a survey of the natural gas 
properties of the State made by 
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Benjamin K. Stroud and Frank T. 
Payne, it was shown that more 
than_ 33,000,000,000 cu. ft. of gas 
were withdrawn from the Monroe 
fields during 1921 and nearly 94 
per cent of it—slightly more than 
31,000,000,000 cu. ft—was blazed 
for carbon black. 

From a sane commercial and ec- 
onomic standpoint, the carbon- 
black industry has assumed the 
proportions of a fabulous monster 
which not only devours a natural 
resource worth many millions of 
dollars but gives in return an in- 
significant sum for its rich viands. 
In 1921, the carbon-black indus- 
tries blazed 31,284,471,422 cu. ft., 
making approximately 30,000,000 
lb. of carbon black, worth $2,700,- 
000, and 4,562,500 gal. of gasoline, 
with a market value of $550,000. 
The combined return to the indus- 
try was $3,250,000 or a value of 10 
cents per thousand cubic feet for 
the gas consumed. 


If the gas had been used for fuel 
or domestic purposes, it would 
have had a value of anywhere from 
30 cents to $1 per thousand cubic 
feet and if piped to New Orleans 
would have been an incalculable 
benefit to that city’s 400,000 ‘per- 
sons if sold at 80 cents to $1 per 
thousand cubic feet. 

Acting upon the theory that the 
natural gas resources of the State, 
which are now to be found only in 
the parishes of Ouachita, More- 
house and Union, belong to the 
State as a whole and not to any in- 
dividual locality, public-spirited 
citizens in the chief cities of Louisi- 
ana, with the possible exception of 
Shreveport, are prepared to carry 
their fight to the Louisiana Gen- 
eral Assembly, which convenes in 
Baton Rouge in May for a session 
of sixty days. It is there that the 
most important battle of the car- 
bon-black industry will be fought 
out, as these cities are determined 
that the Monroe gas belt shall fur- 
nish them with natural gas for do- 
mestic and general industrial pur- 
poses and that the carbon-black 
consumption of natural gas be 
curbed. 


Governor Parker and some of 
the leading men in Louisiana be- 
lieve that the gas production of 
northeast Louisiana should not be 
considered solely from a standpoint 
of local ownership—that Louisi- 
ana owns the supply, not the par- 
ishes of Ouachita, Morehouse and 
Union—and that in addition to 


serving the people of Louisiana, 
this resource should be directed in- 
to channels whereby it might also 
serve the people in other States of 
the South and Southwest. 

Northwestern Louisiana inter- 
ests, with few exceptions, however, 
do not coincide with this view 
They are prepared to oppose any 
measure which will mean that the 
Monroe natural gas output belongs 
to the entire State and, although 
they do not share great love with 
the carbon-black industry of the 
section, they seem to be convinced 
that they can best serve their own 
interests by a combined support of 
the theory that the natural gas 
supply of Louisiana belongs to 
Monroe rather than to the State as 
an executive power. 

Strange to say, Governor Parker 
and members of the opposing party 
are not inclined to be unsympa- 
thetic with the viewpoint of these 
men who are unquestionably con- 
cerned more directly and vitally 
with the natural gas output. Nev- 
ertheless, they publicly contend 
that the resources of the territory 
should not be permitted to go to 
waste while the two factions are 
airing differences of opinion as to 
what should be done with the out- 
put. 

In an expression of his views, At- 
torney Robert O. Randle, one of 
the leading gas operators of the. 
Monroe territory, remarked that 
carbon-black industry is not to be 
despised. 

“Carbon is a commodity that in- 
dustry needs,” he said. “It is 
equivalent to 25 per cent of the life 
of the automobile tire. There is a 
waste of gas in all lines; no more 
in carbon manufacturing than in 
other industries. Only 6 per cent 
of the coal used in making steam 
is utilized, the remainder being a 
total waste. Gas is wasted in be- 
ing used in the home, one-half of 
that produced in the field being 
lost between the field and the time 
it is consumed. Gas was made to 
use and should be used and not 
saved, as the generations to come 
will be far ahead of us and will be 
enabled to provide for the future.” 

Four or five experts will be as- 
signed to the work of testing the 
rock pressure and the flow of the 
wells in the Monroe producing 
area. The work is considered espe- 
cially hazardous and the capacity 
of the wells will be determined by 
testing each separately until the 









entire field has been traversed. It 
is estimated that sixty days or 
more will be worth the time and 
effort expended. 


The Monroe field in Ouachita, 
Morehouse and Union Parishes 
will be blocked up in six-mile par- 
ishes and the actual and potentiai 
capacity of each of the sections of 
the 300 square miles comprising 
the Monroe territory will be deter- 
mined. Meanwhile, those interest- 
ed in the artificial gas industry 
throughout Louisiana are watch- 
ing developments of the contro- 
versy with keen interest as a pipe 
line from Monroe to New Orleans 
would revolutionize the industry 
as it exists to-day. 





Municipal Gas Company 
Election 

Albany, N. Y.—The Municipal 
Gas Company of Albany at its an- 
nual meeting re-elected the follow- 
ing directors: Robert C. Pruyn, 
Nicholas F. Brady, John A. Dele- 
hanty, Edward B. Candine, Charles 
Gibson, James Cox Brady, E. P. 
Gavit, John S. McEwan and Nellie 
F. Towner. 





Gas Hearing June 7 


Topeka, Kan.—Hearing on the 
mandamus application of the Pub- 
lic Utilities Commission against 
the Kansas Natural Gas Company 
to prevent an increase in gas rates 
to distributing companies in 
Kansas will be held before the Su- 
preme Court on June 7. 

The action temporarily enjoined 
the pipe-line company from in- 
creasing its rate from 35 to 40 
cents. 





Ontario Town Seeks Lower 
Fuel Rates 


Bridgeburg, Ont—Now that 
each county is to appoint its own 
gas tribunal to replace the single 
Government commissioner that 
handled gas controversies previ- 
ously, several of the municipalities 
which had their gas rates raised a 
year ago from 50 to 75 cents are 
planning to bring the matter before 
the new tribunal to ascertain just 
what can be done to bring about a 
reduction in rates. 

Gas companies claim that the 
question is not one of reduction of 
price, but one of insufficient gas for 
an ever-increasing number of con- 
sumers. 
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New Summer Industrial Rate 


in Effect in Pennsylvania 

Pittsburgh, Pa.—A summer rate 
for gas supplied to large industrial 
consumers between April 1 and 
Oct. 31 is now in effect in Pennsyl- 
vania, in the towns supplied by the 
Equ‘table Gas Company, the Alle- 
gheny Heating Company, and 
Monongahela Natural Gas Com- 
pany. The rate for all gas in excess 
of 25,000,000 cu. ft. used by any 
consumer during any calendar 
month is decreased from 48 cents 
per thousand cubic feet, with a dis- 
count of 3 cents per thousand cubic 
feet for prompt payment, to 28 
cents per thousand cubic feet, with 
a discount of 3 cents per thousand 
cubic feet for prompt payment. 
The schedule is as follows: 

The rate for gas supplied to in- 
dustrial consumers from April 1 to 
Oct. 31, 1922, is as follows: 


big utility corporations of Madison 
and St. Clair Counties. 

It is known that the Southern 
Illinois Light & Power Company 
is spending approximately $1,200,- 
000 in extending services over 
southern Illinois. 

When pressed for a statement 
about the rumored consolidation B. 
H. Peck, general manager of the 
company, said, “That kind of a 
move is very indefinite; it’s been 
suggested but may be a long time 
off. There have been no negotia- 
tions which amount to anything. 
It may have been discussed the 
same as many other matters which 
might be of interest to the com- 
pany.” 

Illinois is the foremost State in 
the Union in development of elec- 
tricity and the steady increase as 
an industrial State will make an 
even greater demand for electric 





First 200,000 cu. ft. per consumer per month...$0.53 per 1,000 
Next 300,000 cu. ft. per consumer per month... 0.50% per 1,000 
Next 24,500,000 cu. ft. per consumer per month... 0.48 per 1,000 
All over 25,000,000 cu. ft. per consumer per month... 0.28 per 1,900 


with a discount of 3 cents per thousand cubic feet for prompt payment 


of monthly bills. 





After Oct. 31, ratés will be in ac- 
cordance with schedule in original 
tariff. 


Another Big Consolidation of 
Utilities Rumored 

Edwardsville, Ill—Another hig 
deal in which the Southern Illinois 
Light & Power Company may 
eventually secure control of the Al- 
ton Gas & Electric Company, the 
East St. Louis Light & Power 
Company, the East St. Louis & 
Suburban Railway Company and 
the Alton, Granite & St. Louis 
Traction Company is in the forma- 
tive stages according to rumors go- 
ing the rounds at the present time. 
The story was that other proper- 
ties may be involved if the plans of 
the Southern company are fully de- 
veloped. 

It is rumored that engineers and 
accountants for the Southern IIli- 
nois Light & Power Company are 
at present engaged in making a 
survey and appraisal of the prop- 
erties of the above companies. 

The Southern Illinois Light & 
Power Company recently acquired 
the properties of the St. Clair 
County Gas & Electric Company. 
It was a deal involving several mil- 
lions of dollars and places the cor- 
poration in competition with other 








current. This may enter into the 
rumored project 
The St. Louis Union Electric 


Company has acquired a tract of 
land south of East St. Louis for a 
big plant, choosing the location to 
cut the coal cost, in preference to 
locating in St. Louis. Its location 
would be ideal in supplying current 
to the Southern Illinois Light & 
Power Company. 

Millions of feet of gas made at 
the coke plant of the St. Louis 
Coke & Chemical Company at 
Granite City were recently turned 
into pipes of the St. Clair County 
Gas & Light Company for distri- 
bution to its customers in East St. 
Louis, Belleville, Collinsville and Ed- 
wardsville and within a few weeks 
the property passed to the South- 
ern Illinois Light & Power Com- 
pany. These interlocking features 
make the proposition look more in- 
teresting. 


Customer-Ownership Results 
for April 

Sales of preferred shares to cus- 
tomers of the operated public utility 
properties of Standard Gas & Elec- 
tric Company for the month of 
April, 1922, resulted in 896 transac- 
tions, the securities sold having a to- 
tal par value of $579,900. 





Gas Pressure Is Maintained in 
Flooded Area of Dallas 


Dallas, Texas.—Despite the fact 
that five control stations of the Dal- 
las Gas Company in the city of Dal- 
las were discontinued during the re- 
cent flood season, unimpaired service 
was given every gas user, declared 
H. C. Morris, general manager. The 
Dallas Gas Company maintains sixty 
of these stations, being located in va- 
rious points of the city, and by means 
of which uniform pressure is assured 
every user. 

Because of the strategic location 
of the remaining stations, the com- 
pany was able to temporarily aban- 
don the stations in the lower parts of 
the city, and control the gas to that 
section from other stations in the 
vicinity. 


Utility Stock Owned at Home 

There are 49,036 holders of the 
preferred and common stock of the 
Pacific Gas & Electric. Company at 
this time, and 32,622 of the stock- 
holders reside in California. Sixty- 
five per cent of the outstanding stock 
is held in California. The holdings 
of each individual averages a trifle 
less than $3,800, while more than 
50 per cent of the shareholders own 
ten shares or less. Thirty per cent 
hold more than ten and less than fifty 
shares each. Twelve per cent hold 
between forty-nine and one hundred 
shares each, while only sixty-three 
stockholders own more than 1,000 
shares each. 








Gas Co. Wants to Reduce the 
Heating Quality of Gas 

St. Louis, Mo.—Arguments on the 
application of the Laclede Gas Com- 
pany for leave to reduce the heating 
quality of the gas furnished consum- 
ers in St. Louis were presented re- 
cently before the Missouri Public 
Service Commission in Jefferson 
City. 

The company asked a reduction in 
the standard from 600 B.t.u. heating 
intensity to 570. Contentions of the 
city are that the consumption of gas 
increases as the heat value is de- 
creased and that the reduction 
should not be allowed without a pro- 
portionate reduction in rates. The 
Laclede Company was granted an in- 
crease in rates, effective April 5, 
1921, but claims the reduction in 
heat values is necessary to give a fair 
return. Hensy S. Caulfield, city 
counselor, will appear before the 
commission for the city. 
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A. W. H. Griepe Noted 
Engineer and Gas 
Expert 


A. W. H. Griepe, superintendent 
of design division, Electric Bond & 
Share Company, was born July 13, 
1876, in Berlin, Germany. 

In 1890 he became an apprentice 
to F. Schwabenthan & Co., Berlin, 
Germany, engineering contractors, 
where he stayed for three years, 
when he left and entered the Uni- 
versity of Charlottenburg, Berlin. 

After one year at the university 
he took a position with G. Skrziwan 
& Co., in Riga, Russia, as sales engi- 





A. W. H. Griepe 


neer, estimator, designer, machine 
tools, automatic and_ labor-saving 
machinery, mills and factory, instal- 
lations, munition plant. 


In-1899 he returned to Berlin to 
Deutsche Garvin Maschinen Fabrik, 
A. C., formerly the Garvin Machine 
Company, G. M. B. H., as sales en- 
gineer, selling and demonstrating 
American machinery in Germany, 
France, Russia, Switzerland, Aus- 
tria, French and English correspond- 
ent, chief of engineering department, 
research work, internal combustion 
engines, gas producers, operating 
and labor-saving machinery, gasoline 
engines, automobile parts, factory in- 
stallation, power plants in above- 
mentioned countries until 1902, 
when he was transferred to the New 
York office as designing engineer and 
estimator for the Garvin Machine 
Company, until 1904, when he went 
to Long Island City as designer, 
testing room, erecting engineer for 





new factory and pumping plant of 
the Neptune Meter Company. 

In 1904 he also served as designer, 
erecting and sales engineer, refrig- 
erating machines, ferry and transfer 
bridges, chemical and _ industrial 
plants, conveying machinery, trans- 
fer bridge patents of the Steele & 
Condict, Jersey City, N. J. 

From 1905 to 1906 he was asso- 
ciated with B. S. Harrison, construc- 
tion engineer, New York City, as as- 
sistant engineer power plants, heat- 
ing, ventilating, plumbing, mechan- 
ical equipment of buildings, chemical 
and industrial plants, West Street 

3uilding, New York., Custom 
House, New York, Union Bank 
3uilding, Pittsburgh. 

For seven years after that, up to 
1913, he was in the engineering de- 
partment of the New York Edison 
Company, power plants, Waterside 
Nos. 1 and 2, Two Hundred and 
Twenty-first Street, New York; Hel- 
derberg Cement Company gas plants, 
Albany Gas Company, Utica Gas 
Company, Kings County Gas Com- 
pany, heating, ventilating, coal and 
ash handling machinery. Later years 
assistant to Thomas E. Murray, 
president. Testing, experimental 
work in connection with T. E. Mur- 
ray’s work. Co-inventor with T. E. 
Murray of refrigerating machine, 
gas-indicating apparatus, gas com- 
pressor. 

In 1908 he became a United States 
citizen and was elected a member of 
the A. S. M. E. 

He has done research work in ani- 
line dyes, potash industries, gas en- 
gineer and producers, and also as a 
member of literature committee of 
the gas power section of the A. S. 
M. E.; British, French, German 
practice of oil, coal, water, gas 
plants, gas engine installation. 

In 1917 he became treasurer and 
manager, Turbo Company, New 
York City, manufacturing and de- 
veloping gasoline and turbines and 
gas compressor and on April 15, 
1922, he was appointed swperintend- 
ent of design division, Electric Bond 
& Share Company, gas expert, oil, 
coal, water and gas plants. Steam 
electric plants. Filtration plants. 
research work, European practice of 
steam electric plants and gas plants, 
which position he now holds. 

He is a member of American So- 
ciety of Mechanical Engineers, 1908. 
Pioneer member of American Aero- 
nautical Society, 1910. State of New 
York registered professional engi- 
neer. Mechanical-chemical engineer- 

ing Dec. 29, 1921. 


F. A. Nobbe Completes Fifty 
Years’ Service with the 


Louisville Gas & 
Electric Co. 

On May 8 employees of the Louis- 
ville Gas & Electric Company as- 
sembled to honor F. A. Nobbe, as- 
sistant secretary and assistant trea- 
surer, who on that day completed 
fifty years of continuous service with 
the company. His first position was 
with the Louisville Gas Company, a 
direct predecessor of the present 
company. 

In recognition of this remarkable 
record he was presented with a silver 
service. Donald McDonald, vice- 
president and general manager, mak- 
ing the presentation, said: 

“This day marks the fiftieth anni- 
versary of your entrance into the 
service of this company. The Good 
Book says that the days of our years 
are three-score and ten, but it falls 
to the lot of few men to be able to 
do good and sufficient work during 
as long a period as fifty vears. Still 
fewer spend this time in the service 
of a single employer, and fewer vet 
are able during all that time to grow 
in the confidence of the emplover, 
and to hold a position of such trust 
and responsibility as you have. 

“In short, Mr. Nobbe, not one man 
in a hundred thousand has the stead- 
fastness or the good fortune to equal 
the record that you have made. 

“The management has instructed 
me to present to you a silver service 
as a testimonial which will serve as 
a reminder of this occasion. In re- 
ceiving it I want you to feel that not 
a single shaft of envy or ill-will is 
pointed in your direction; on the 
contrary, you have the confidence of 
the management and the affection 
and good-will of your fellow em- 
ployees.” 
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C. H. QuacKENBUSH has resigned 
as manager of the gas properties of 
the Southern Illinois Light & Power 
Company. Mr. Quackenbush, who 
was manager of the St. Clair County 
Gas & Electric Company, East St. 
Louis, Belleville, Collinsville and Ed- 
wardsville, and which were owned 
by the American Gas Company, 
Philadelphia, before these properties 
were acquired by the Southern IlIli- 
nois Light & Power Company on 
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May 1, has made no announcement 
regarding his plans for the future 
other than that he will not enter into 
active business until early fall. But 
H. Peck, general manager of the 
Southern Illinois Light & Power 
Company, St. Louis, Mo., has no an- 


nouncement as to Mr. Quacken- 
bush’s successor. 


J. R. Horrman has been made 
local manager of gas and electric 
properties of Southern Illinois Light 
& Power Company, at Belleville, Ill. 
Mr. Hoffman is an electric engineer, 
and the company has announced that 
many improvement in the electric 
service will be made at once upon 
Mr. Hoffman’s recommendation and 
under his direct supervision. 


Tue Pitrssurcu-Barston HEart- 
ER & Fitter Company, agents for 
the Pittsburgh Water Heater Com- 
pany, St. Louis, have moved from 
1112 Olive Street to the Kinloch 
Building, which has recently been re- 
modeled on the ground floor and is 
largely occupied by appliance com- 
panies’ stores, among which is the 
St. Louis store of the Interstate Ap- 
pliance Company, of which Fred 
Stoengueter is manager. 


C. L. Hotman, president of the 
Laclede Gas Light Company, St. 
Louis, was elected president of the 
Commercial Club, of that city, at the 
annual meeting of that body held in 
St. Louis, Saturday of last week. 





James Ryan, engineer at the plant 
of the North Adams Gas Light Com- 
pany, North Adams, Mass., gave an 
address on “Notes on the Electrical 
Industry,” at the recent luncheon of 
the North Adams Kiwanis Club in 
the Richmond Hotel. 


THe AMERICAN Suppty Com- 
PANY, 135 Washington Street, Prov- 
idence, R. I., has been appointed 
agent for the Providence district to 
represent the Quigley Furnace Spe- 
cialties Company of New York, man- 
ufacturers of Hytempite. The Quig- 
ley products are warehoused in 
Providence for quick delivery to 
local points. 


Crarzes J. Witson, formerly su- 
perintendent of the St. Clair County 
Gas & Electric Company’s Edwards- 
ville-Collinsville districts, has been 
made local manager of the Fdwards- 
ville-Staunton district. These prop- 
erties were recently acquired by the 






Southern Illinois Light & Power 
Company. 


J. F. Owens, vice-president and 
general manager, Oklahoma Gas & 
Electric Company, was born at Au- 
rora, Ill., in 1878. He attended the 
rural schools in that neighborhood, 
and became a country school teacher 
when younger than many of his pu- 
pils. He moved to Kansas with his 
parents ; worked on a farm, and later 
attended Kansas State Normal 
School, where he also taught. He 
graduated from the University of 
Kansas in 1901, and became the prin- 
cipal of a school. Well on his way 
to a successful teaching career, he 
decided to abandon this work to en- 
ter business. In 1905 he secured a 
position with the Baldwin Gas Com- 
pany, Baldwin, Kan., and soon after 
became manager of that organiza- 
tion His next connection was with 
the gas company at Wagoner, Okla., 
as manager. He entered the employ 
of the Muskogee Gas & Electric 
Company in 1910, rising to the posi- 
tion of manager by 1917. On Jan. 
1, 1918, he was appointed vice-presi- 
dent and general manager of Okla- 
homa Gas & Electric Company, with 
headquarters in Oklahoma City. Mr. 
Owens has taken a very actice part 
in all civic and community affairs of 
Oklahoma City. He is president of 
the Oklahoma Public Health Asso- 
ciation, member of the executive 
board of the National Electric Light 
Association. He is a past president 
of the Oklahoma Utilities Associa- 
tion and past vice-president and di- 
rector of the Oklahoma City Cham- 
ber of Commerce. He managed the 
first Red-Cross campaign for war 
funds in Muskogee, was county 
chairman for the United War Work 
Drive in Oklahoma City in 1918, and 
was chairman of the Oklahoma 
County Library Loan Executive 
Committee. Mr. Owens is in con- 
stant demand as a public speaker, 
and has recently addressed a num- 
ber of organizations outside of Okla- 
homa City by means of the radio. 


Witiram Hutton Briavvett has 
resigned his position with the Semet- 
Solvay Company, of Syracuse, N. 
Y., and has opened an office as con- 
sulting engineer, in the Equitable 
Building, 120 Broadway, New York 
City, where he will give special at- 
tention to the carbonization of fuels, 
and allied subjects. Mr. Blauvelt 
has been connected for many years 
with the Semet-Solvay and Solvay 
Process Companies, and has taken a 


prominent part in the development of 
the by-product coke industry in 
America. On account of his broad 
experience in the carbonization of 
coal, production of gas for domestic 
and industrial purposes, the recovery 
of by-products and the general utili- 
zation of fuels, he is a recognized au- 
thority on these subjects. The first 
important installation of by-product 
recovery gas producers, of the Mond 
type, was brought to this country and 
put into operation under his direc- 
tion during the earlier years of his 
association with the Solvay com- 
panies. 


GeoRGE KLopr, commercial man- 
ager for the W. A. Baehr organiza. 
tion, Chicago, has just completed an 
inspection trip of the new properties 
of the Southern Illinois Light & 
Power Company, East St. Louis, 
Belleville, Collinsville, Edwardsville 
and Staunton, Ill, and announces 
that as soon as surveys can be made 
these companies will become actively 
engaged in campaigning for new 
business. Until May 1 the merchan- 
dise business in connection with the 
St. Clair County Gas & Electric 
Company’s territory was handled by 
the Interstate Appliance Company. 


E. C. Cottier, formerly employed 
with the Moberly (Mo.) Gas Com- 
pany, has been made commercial 
manager of the Southern Illinois 
Light & Power Company, East St. 
Louis, Ill. 


Huco Ruren, formerly employed 
in the accounting department of the 
St. Clair County Gas & Electric 
Company’s East St. Louis, II1., office, 
has been made chief clerk of the 
East St. Louis office by the new own- 
ers, the Southern Illinois Light & 
Power Company. 


Eart WANGELIN, formerly chief 
clerk in the East St. Louis, TIl., office 
of the St. Clair County Gas & Elec- 
tric Company, has been transferred 
by the Southern Illinois Light & 
Power Company to Belleville, IIl., 
in a like capacity. 





Secisty Formed by Technical 


Photographers 

The Technical Photographic and 
Microscopical Society was fully or 
ganized at a meeting held in the 
Chemists’ Club, New York, on 
Wednesday, May 10. The nucleus 
of the organization was formed at 
the annual meeting of the American 
Paper and Pulp Association last 
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month. Charles F. Roth, who acted 
as chairman of the meeting on 
Wednesday, gave an account of the 
organization work to date and out- 
lined future possibilities. It is 
planned to hold a general convention 
of industrial and microscopical pho- 
tographers in connection with an ex- 
hibition of photographic work, chem- 
icals and apparatus to be held at the 
Grand Central Palace, Lexington 
Avenue and Forty-sixth Street, New 
York, during the national exposition 
of chemical industries, Sept. 11-16, 
1922. 

After hearing from nearly all in 
attendance, it was suggested that a 
permanent organization be formed 
by naming a president, vice-presi- 
dents and a secretary-treasurer. 

James McDowell, of Sharp & 
Hamilton Manufacturing company, 
Boston, was put in nomination for 
president and elected unanimously. 
John H. Graff, of the Brown Com- 
pany, Berlin, N. H., and Bennett 
Grotta, of the Atlas Powder Com- 
pany, Tamaqua, Pa., were chosen 
vice-presidents, while Thomas J. 
Keenan, editor of Paper, 251 West 
Nineteenth Street, Nw York, was 
elected secretary-treasurer. 


An active committee on mmber- 
ship and publicity was appointed 
consisting of A. FE. Buchanan, chair- 
man; Charles N. Winter, D. H. 
Killefer, Douglas G. Woolf, Ernest 
Eberhard. J. A. Scheick and M. D. 
Crawford. 


The next meeting of the Technical 
Photographic and Microscopical So- 
ciety will take place at the Hotel 
Astor, New York, and be preceded 
by a luncheon for which a nominal 
charge will be made. All interested 
in the development of the new so- 
ciety are urged to get into communi- 
cation with the secretary at the ad- 
dress given above. The annual dues 
for membership have been fixed 
at $5. 





Oil and Gas Heads File 
Complaints 

Charleston, W. Va—‘We are in 
the worst condition now that we 
have ever been as a company,” War- 
ren Gorton, of Pittsburgh, real 
estate and tax agent of the Eureka 
Pipe Line Company, purchaser of 
West Virginia oil, recently told mem- 
bers of the State Board of Public 
Works, sitting as a public utility as- 
sessment body. 

“This company,” said Mr. Gorton, 
“was chartered as a West Virginia 
corporation in 1890, and has served 








an oil field that is now decidedly on 
the wane. There is apparently no 
hope for a continuation of the pros- 
perity that has attended the company 
in the past, unless a new field of 
considerable magnitude is opened.” 

The Eureka company, Mr. Gorton 
explained, is confined to one busi- 
ness transaction—the purchasing of 
crude petroleum. 

The net income of the company 
has declined more rapidly than the 
gross, Mr. Gorton stated. The stock 
of $5,000,000 is now worth about 
par, and the book value of the plant 
is $6,858,000 in round figures. The 
net income the past year will be 
around 2.75 per cent, or $426,339. 

Ernest W. Macklin, of Parkers- 
burg, assistant general superintend- 
ent of the Eureka Pipe Line Com- 
pany, confirmed what Mr. Gorton 
had said about the unfavorable out- 
look. The company was assessed 
last year at $13,250,000. 

A. B. Butler, assistant cashier of 
the Natural Gas Company of West 
Virginia, assessed last year at $450,- 
000, urged in support of a lower as- 
sessment the rapid depletion of the 
natural gas supply and the fact that 
the company is furnishing gas in 
Wheeling and surrounding towns at 
lower rates than elsewhere in the 
State. This company produces all of 
its gas in Pennsylvania and Ohio. 





Texas Utility Associations 
Elect Officers at Meeting 


San Antonio, Texas.—Officers of 
the Southwestern Electrical and Gas 
Association for 1922, who were 
elected at the close of the annual 
convention held in San Antonio, 
May 3 to 6, are as follows: R. J. 
Irvine of Jacksonville, Texas, of the 
Jacksonville Electric & Ice Com- 
pany, president ; Joe H. Gill, of Dal- 
las Power & Light Company, first 
vice-president and chairman of the 
power and light section; Alvis Dix- 
on, of the El Paso Electric Railway 
Company, second vice-president and 
chairman of the railway section, and 
P. E. Nichols, of the Galveston Gas 
Company, third vice-president and 
chairman of the gas section. E. N. 
Willis, of Dallas, was re-elected sec- 
retary and F. G. Gannon, of Fort 
Worth, was elected treasurer. 

Officers for the Southwestern 
geographic division of the National 
Electric Light Association, the con- 
vention of which was held in con- 
junction with the Southwestern Flec- 
trical and Gas Association, were 


elected as follows: E. H. Kifer, of 






the San Antonio Public Service Cor- 
poration, president; John W. Car- 
penter, of the Texas Power & Light 
Company, of Dallas, vice-president 


for Texas. Vice-presidents for the 
other States are J. W. Owens, of the 
Oklahoma Gas & Electric Company, 
Oklahoma City; S. E. Dillon, of the 
Citizens Electric Supply Company, 
Hot Springs, Ark.; W. E. Clement, 
New Orleans Railway & Light Com- 
pany, New Orleans, La.; E. S. 
Myers, Vicksburg Light & Traction 
Company, Vicksburg, Miss. 





Reduction Is Announced by 
Lighting Companies 

Pawtucket, R. I—The Pawtucket 
Gas Company has sent a communi- 
cation to the Rhode Island Public 
Utilities Commission announcing a 
reduction of 10 cents per thousand 
feet in all gas sold on and after July 
1. The Blackstone Valley Gas & 
Electric Company has also an- 
nounced that starting July 1 substan- 
tial reductions in a number of its 
rates will become effective. The re- 
duction by the Pawtucket Gas Com- 
pany makes the price of gas lower 
here than in any other city in the 
State. 

The letter sent the Rhode Island 
Public Service Commission by Will- 
iam McGregor, manager of the Paw- 
tucket Gas Company, is as follows: 

“We take pleasure in announcing 
a reduction in the rates for gas to 
our consumers, effective for gas sold 
on and after July 1, 1922. The rates 
for regular meters will be as follows: 
First 4,000 ft. per month at $1.20 
net per thousand cubic feet; next 
10,000 ft. per month at $1.10 net per 
thousand cubic feet; balance per 
month at $1 net per thousand cubic 
feet. Service charge, 59 cents per 
month. 





Name Changed by Arkansas 
Valley Railway, Light & 
Power Company 
At a special meeting of the stock- 
holders of the Arkansas Valley Rail- 
way, Light & Power Company, held 
at Pueblo, Col., May 6, 1922, the 
question of changing the name of 
the company to Southern Colorado 


. Power Company was favorably act- 


ed upon. 

The change will be made in order 
to secure a name which is shorter 
and simpler, and one which will re- 
move from the minds of bankers and 
investors confusion arising from the 
fact that there are other and smaller 
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companies in the States of Arkansas 
and Kansas with somewhat similar 
names. The new name will also in- 
dicate more clearly the extent and 
location of the territory served, 
which comprises five counties cov- 
ered by 317 miles of transmission 
system centering at Pueblo. 

The change of name will not in 
any way affect the present corporate 
status or legal organization of the 
company. The new name will be- 
come effective as soon as the amend- 
ment to the articles of incorporation 
has been filed with the Secretary of 
State. 





Fort Smith Employees Have 
Organized Social Club 


The employees of Fort Smith 
Light & Traction Company have or- 
ganized a social club, and will hold 
monthly meetings at the company’s 
office building. More than 125 em 
ployees and members of their fami- 
lies were present at the meeting on 
April 22, when announcement was 
made by D. C. Green, vice-president 
and general manager, that the lives 
of all employees had been insured at 
the expense of the company. 





Gas Business Shows Large 
Growth in Stockton 


D. E. Widdersheim, superintend- 
ent of the gas department of the 
Western Gas & Electric Company, 
at Stockton, Cal., says, “Gas is fast 
coming to the front in Stockton for 
house-heating purposes. During the 
past year a great many homes and 
stores have installed all-gas systems 
of heating, and the company is look- 
ing forward to a much larger busi- 
ness in 1922.” 

Mr. Widdersheim says that the 
consumption of gas has increased 
286,712,000 cu. ft. from 1911 to 
1921. 





Statistics Show Growth of 
Oklahoma Company 


The following comparative statis- 
tics illustrate the growth of the Okla- 
homa Gas & Electric Company since 
1918: 


Twelve Months Ended— 
Gross earnings 

Net earnings 

Kilowatt hour output 


Number of Customers— 
Electric 
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Enlarging Holder at Oskaloosa 

Contract has been placed for the 
extension of the present 30,000 cu. 
ft. single-lift holder at the plant of 
the Oskaloosa Light & Fuel Com- 
pany, Oskaloosa, Iowa, to 60,000 cu. 
ft. A cup will be added to the bot- 
tom of the present lift, a new outer 
section will be installed between it 
and the tank; also the guide frame 
will be increased in height. The or- 
der for this work was placed with 
the Western Gas Construction Com- 
pany. 





Additional Purifiers for 
Houston, Tex. 


The Houston Gas & Fuel Com- 
pany, at Houston, Tex., has placed 
its contract for a new steel compart- 
ment purifier which will be built sev- 
enty-two feet long divided into three 
independent compartments, each 
twenty-four feet wide and thirteen 
feet high. With these purifiers will 
be furnished a very interesting form 
of cover hoist which will not only 
handle the large covers on top of the 
compartments but will also carry 
with it an overhanging structure con- 
taining a bucket elevator for oxide 
which will discharge at the top into 
a cross conveyor that will bring the 
oxide over to any point desired. 

With the purifiers will be fur- 
nished the usual system of valves 
and fittings for operating the three 
compartments in series, also the 
well-known type DF valve inter- 
posed between the gas piping and the 
boxes by means of which the direc- 
tion of gas flow through the oxide 
can be reversed at any time without 
changing the sequence of the com- 
partments. 

The contract has been placed 
through the United Gas & Electric 
Engineering Corporation of New 
York City, with the Western Gas 
Construction Company. 





Dec. 31, 1918 
$3,415,558 
821,403 
42,023,107 


March 31, 1922 
$4,034,223 
1,351,063 
68,374,112 


Jan. 1, 1918 
25,132 
24,246 


March 31, 1922 
41,772 
33.042 


Beaumont Gas Co. Orders 


New Equipment 

The Beaumont Gas Light Com- 
pany, of Beaumont, Tex., finds it 
necessary to increase the generating 
capacity of its works and has ac- 
cordingly placed contract with the 
Gas Machinery Company, of Cleve- 
land, Ohio, for the installation of 
two seven foot six inch water gas 
generators and auxiliary equipment 
which will enable the gas company 
to meet the demand for increased 
supply of gas and continue the effi- 
cient service it has always given in 
the past. 

The contract also includes an eight 
by twenty-three foot condenser, by- 
pass valves and connections, for 
cooling the increased quantity of gas 
that will be made and preparing it 
properly for purification. 


Water-Gas Set at Sheboygan 

Erection work is well under way 
on the new seven- foot water gas set 
which is being installed at the plant 
of the Shebovgan Gas Light Com- 
pany, Sheboygan, Wis. 

This work is in charge of the 
Western Gas Construction Company. 








Water-Gas Apparatus Being 


Improved at La Crosse 

The Wisconsin-Minnesota Gas & 
Electric Company is contemplating 
improvements to its water gas ap- 
paratus at La Crosse, Wis., and to 
that end has given the contract to 
the U. G. I. Contracting Company, 
of Philadelphia, for the work. 


New Ter Extvecter at Grand 
Junction. Col. 


The new tar extractor 2nd by-pass 
for the Grand Junction (Col.) Elec- 
tric, Gas & Manufacturing Company 
has recently been shipped by the 
builders, the Western Gas Construc- 
tion Company. 


Martinsville, Ind., Rebuilding 
Water-Gas Apparatus 


Contract has recently been signed 
calling for a new generator and car- 
bureter complete with oil spray, new 
floor, linings, steam-operated coke 
hoist, coke bucket and miscellaneous 
small repairs that will completely re- 
build the water gas set at the plant 
of the Martinsville Gas & Electric 
Company, Martinsville. Ind. 

The contract was placed through 
the Reliance Engineering Company, 
at Cincinnati, with the Western Gas 
Construction Company. 








